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Fire burns bargain lease! like this calamity the 
business whose margin profit based 
upon advantageous long lease that 
may canceled “fire clause”. 
Today, supplementary attachment 
the regular fire policy, leasehold 
interests can made hazard-proof. 
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space elsewhere, prevailing rentals rule 
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You Sow... 


world that still presents tremendous although 
opportunities, Latin America one the 

comparatively virgin territories. Its variety cli- 
mate, its its tremendous natural resources 
make unusually attractive this nation. Within its 
confines lie dormant opportunities comparable those 
that existed this nation century ago. 

Yet when the average American thinks the import 
the Monroe Doctrine, his mind tends turn the 
responsibility military action, necessary, keeping 
European nations from interfering the American 
continent. The truth that the Monroe Doctrine 
effective the years ahead, our economic and cul- 
tural responsibility Latin America must transcend the 
military. 

The Monroe Doctrine virtually says “no trespassing” 
European and other foreign governments but 
cannot maintain that position without accepting the co- 
America. This development means credit facilities. 
means mutual willingness exchange goods and ser- 
vices. can mean some migration our people Latin 
America. 

But developing trade between the Americas 
sound basis involves program calling for more than the 
mere business relationship. Such program must have 
many parts, ranging from the teaching foreign lan- 
guages our schools, for example, the realization that 
our program must continuous rather than merely 
approach. 

every way, must strengthen our cultural and 
political ties advance economically with nations 
abroad, always being wary that paternalism which 
hampers the growth good neighborliness. doing 
will give the Monroe Doctrine firm foundation. 
tion justify the Monroe Doctrine. 

This seed-sowing time the Latin American fields. 
With sound policies, can reap the double return 
commercial profits and advancement democratic 
ideals. But our efforts let ever remember that “as 
sow, are like reap.” 


HENRY HEIMANN 
Executive Manager, N.A.C.M. 
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Stat-t0-date can 


Today’s need for saving time and money 
office work led Burroughs assemble 
the ideas contained this booklet—and offer 
gratis executives interested the subject. 


“Ways Save Time Office” proved 
helpful suggesting how locate and eliminate 
the useless, costly handicaps that slow work 
the office, that has already been reprinted four 
times. Executives the country over have not only 
told how much they have profited the infor- 
mation contains, but great many have asked for 
extra copies for their associates. 


BURROUGHS ADDING MACHINE COMPANY 
6147 SECOND BOULEVARD, DETROIT, MICHIGAN 


Burroughs 
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Save Time Office” names definite jobs 
both time and money might saved 
analysis. For your copy, telephone the local 
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Cash Discount Way Out? 


Called Relic Civil-War Business Recovery Days 


Clarence Beecher, Credit Manager, Autopoint Co., Chicago 


“Say, Beecher, that Cash Discount article yours 
certainly landed hot water!” 

“Why, what you mean?” inquiry 

was cautious. When good credit men get together 
one must guard for anything. 

“What mean?” (Bill was serious; this was not 
just gag had suspected.) when talked 
the boss about dropping cash discount from our terms 
said, you crazy? want ruin us? Better 
not let these fancy articles get the best you. Any 
more brain storms like this and looking for 
job 

Strange that the mere suggestion eliminating the 
cash discount should create such reaction horror! 
Yet what else might expected? the better por- 
tion century, business has been going along taking 
discount for granted integral part terms. Why 
included terms has seldom been questioned. 
any wonder that the thought suddenly dropping 
should come severe shock, accompanied visions 
catastrophe anyone attempting such unheard-of devi- 
ation from long established custom? But the idea 
means new revolutionary. Discount has been done 
away with numerous firms, and the fact that they 
have not returned indicates that its riddance 
benefit. 

The advantages net terms are obvious: 

Cost analysis simplified 
Confusing price comparisons are done away with; 
Time saved both paying and receiving offices 
computing payment price invoices; 
Unpleasant correspondence about unearned discount 
avoided. 
The entire business structure simplified. 


How Handled the Change Over 


All these benefits have been enjoying Autopoint 
since abandoning terms 2/10 net 30, favor 
days net. recent article*, explained how had 
analyzed our costs and found that the discount previously 
allowed was not being offset discount earned—due 
many our raw materials being billed net 
basis, some low net days. Faced with the alterna- 
tive raising selling prices, dropped discount, leaving 


*“Why Cash Discounts,” Credit and Financial Management, Septem- 

ber, 1939, Page 21; “Can the Cash Discount Evil Eliminated 

Chicago Credit News, July, 1939, Page “What Happened 

When Cut Out Cash Discount,” American Business, November, 
1939, Page 17; “The Obsolete Cash Discount,” Business Digest, Page 43. 


our terms strictly net days, and notified our customers 
the date the change would effective. 

That was three years ago. Not only have been 
pleased find this satisfactory working solution our 
price problem, but also discover that eliminated the 
many problems associated with discounts. What more, 
the salesmen prefer the net terms. Customers longer 
ask them straighten out erroneous discount deductions, 
nor has there yet been reported loss single order 
because discount not being offered. are not un- 
mindful the cooperative support all the salesmen 
bringing about such favorable results. 

The comments which have received regarding the 
article which put our friend Bill such embarrassing 
position seem indicate that businessmen are gradually 
awakening the fact that the cash discount best 
obsolete, unnecessary and wasteful business practice. 
Some comments were entirely favor eliminating the 
cash discount; others qualified their statements point- 
ing out the obstacles the path. Some were sufficiently 
interested have reprints the article distributed among 
their representatives assist establishing better un- 
derstanding for net terms among customers. 

Chicago wholesaler who recently abolished the cash 
discount from his terms writes: 

sure that the contents your article will 
most helpful many companies becoming more 
and more apparent that the so-called cash discount 
not cash discount all, and many cases represents 
the difference between profits and loss for the manu- 
facturer.” 


Saves Much Time and Trouble 


The author this statement has since told would 
have been worth paying out money save the work and 
correspondence that was necessary try uphold the 
discount terms his firm formerly employed. This not 
all surprising when reflect that terms 2/10 net 
30, represent interest rate approximately 36% per 
annum, whereas money available our banks any- 
where for from interest! 

Business today more than ever before called upon 
watch every item that goes into the ultimate selling price 
its product. Whether that selling price wholesale 
retail, the discount that component part must 
taken into consideration compete with the close 
prices prevailing for all kinds articles. This idea 
emphasized the following comments from producer 
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agricultural implements: 


“As manufacturers, buying materials which cash 
discounts have gradually been worked down the low- 
est point completely eliminated, using labor which, 
course, gives cash discount for its services the 
production products offer nationally and inter- 
nationally, the subject cash discount has very im- 
portant place our setup. The value money today 
with any legitimate concern who good credit stand- 
ing does not justify such tax the business the 
old days cash discount actually meant. 

“As means helping explain our point view 
and our policy have used your article with our own 
sales organization and correspondence with some 
our customers who protested our action inasmuch 
they were still buying from some sources supply 
where the cash discount was still available. 

seems that charging into 


the cost the merchandise exces- 
sive cash discount such sim- 
ply kidding yourself rather, kid- 
ding the merchant about the value 
the cash discount and what 
getting for it. charge into 
the merchandise order allow 
him cash discount privilege 
paying the maximum price for the 
goods and are paying the maxi- 
mum price for the money. If, 
most them have now done, ac- 
cepts our regular terms, our cost fig- 
ures are not loaded with unnecessary 
items and our resale price propor- 
tionately marked.” 


Salesmen Also Take Change 


The following typical comment 
from one our salesmen shows that, 
contrary the prevailing opinion, the 


for discontinuing the discounts those early days was 
that there was good deal quibbling among our 
purchasers, nobody believing that was getting the 
best discount available, with the result that our man- 
agement just discontinued the whole thing and set 
net price, and our policy hasn’t changed since. 

“To sure, have had some objectors, the large 
buyers thinking that they should have special considera- 
tion, but the long run they have all agreed that they 
feel good about when they know that nobody get- 
ting our product less price than they are paying. 
That, think, good point. 

“Every time our competitors come out with new 
model, our larger buyers let know that they are buy- 
ing competing machine with discounts, with the idea 
breaking down. But just about our 
business and pretty soon they come back us, because 
believe have the best machine, 
and keep ahead the develop- 
ment the art, and also keep 
the price low compatible with 
the fine mechanism for which our 
product famous. 

“Occasionally salesman repeats 
Purchasing Agent’s contention, 
criticizing net terms, but not 
voicing his own opinion. believe 
all prefer net price. 

evident that the bookkeep- 
ing and collecting troubles have been 
greatly reduced result our one 
price. matter fact, have 
our price printed the invoice, 
well our order blanks.” 


Many Afraid Complications 


There are other firms who, though 
they readily admit the advantages 
net terms, feel that there are certain 


obstacles the way their abolishing the cash discount. 


the sales representative: From Chicago school supply house comes this comment: 


“Be advised that the fact that can say, ‘No cash 
discount’, makes look bigger and stronger the eyes 
prospect. possessed with complete confi- 
dence when this subject brought up. fact, anyone 
who doesn’t turn into gold missing powerful 
Whenever this item mentioned, dies 
natural death. you have say, ‘Your dis- 
count has been figured the price our merchan- 
dise’, and rule that ends the conversation. 


“Tt seems that our own situation little dif- 
ferent from yours, the average commercial house. 
large share our business with rural school 
boards. These boards are not accustomed the usual 
methods doing business, and cash discount—even 
though may not justified the earning power 
effect slight saving their purchases. From our 


viewpoint the job getting attention account 
from rural board member trustee difficult one, 
and anything which encourages them pay right away, 
such cash discount, has some measure justifica- 
tion because avoids collection expense. 

“Perhaps the whole thing could summarized 
saying that our customers large measure come 
closer typifying the business conditions the post- 
Civil War days, which you mention your article, 
than any other group that might imagined. 
sequently, feel that necessary for gauge 
our activities the step this part our clientele.” 
Another firm, wholesale drug distributor, operating 

all over the country, points out: 

“If were manufacturers only, could take 


“If were offering discounts, some these buyers 
would raise hell. They would laugh you for 
and would holler murder for 5%. 

think it’s swell idea, and don’t find hazard 
selling. Stay with and keep out trouble.” 
This point view shared the vice-president, one 

the top sales executives Chicago business machine 
manufacturer, who goes point out that customers, 
the long run, feel that they are being treated more 
fairly when terms are net: 

“This company adopted discount, quantity 
cash, many years ago. Just when indefinite, but 
sure there have been discounts since have been 
with the company, which started 1919. The reason 
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elimination the cash discount can actual help 


id 
ist 


firm stand too, but the larger part our sales con- 

sist merchandise made thousands other manu- 

facturers; besides have hundreds large and small 
competitors. Locally, cash discount present really 

volume discount running from for prompt 

payment statement.” 

Granted that both these comments are based very 
real difficulties eliminating the cash discount, neither 
obstacle insuperable. Obviously matter gen- 
eral education among both buyers and sellers 
tically all fields—a process that inevitable 
slow. School boards will not doing business Civil 
War basis forever, particularly some their suppliers 
have the courage cooperate adopting business terms 


that are more nearly keeping with other business trends 
today. 


Would Help Whole Industry 


For this simple change policy can mean much 
one concern acting independently, how much more 
opposing tax burdens there little hesitancy among busi- 
ness organizations cooperate demanding the repeal 
unwholesome legislation. Why cannot the same unity 
obtained agreeing eliminate discount, unneces- 
sary burden business, and many cases even more 
devastating than tax loads? 

comment from New York sums the situation: 

not much concerned with ‘trends’ such. 


The tendency the part sellers permit buyers 

establish prerequisite the placing orders, the 

allowance cash discount some set date beyond 
the usual time allowed for discounting, appears 
involve even greater dangers. 

“The writer still holds the belief that the cash 
discount represents premium which the seller will- 
ing allow for anticipated payment. these days 
low interest rates folly allow premium which 
equivalent 36% per annum, when money obtain- 
able the usual banking channels less than per 
annum. 

“When the cash discount viewed the buyer 
reduction the purchase price the goods, rather 
than income earned through the use surplus 
ordinary working funds prepay bills before they 
ordinarily mature, discount has outlived its 
The end thus sought can best obtained through 
downward adjustment price.” 

And so, Bill, while sorry for the predicament 
which you find yourself, you see your judgment sub- 
stantiated the decisions and experiences others. 
True, decisions require courage, especially when they 
break with precedent and tradition. 

Sooner later there’ll come day when, you hear 
someone say, that?” you can answer, 
“Discount, son, outworn business custom where- 
purchaser his pleasure imposed and deducted from 


his bill ransom felt privileged assume had 
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What Seek Financial Statements 


Banker Names Points Looks for Annual Reports 


Wallace Davis, Vice-President, Citizens Union National Bank Louisville 


Financial statements are used bankers determine 
first, that the borrower whose statement submitted 

solvent and presently able pay his obligations, 

and second, that money advanced will enable the 
borrower make profit the use it. 

financial statement can simple complex 
the needs require. individual statement could ex- 
treme simplicity expressed 
signed sentence reading follows: 
have nothing, owe nothing, and 
monthly income from salary 
corporation 
statement would the other hand 
prepared certified public ac- 
countants, embody all classes as- 
sets, every liability the language, 
eliminations through consolidated bal- 
ance sheets together with operating 
details and reconcilement .surplus. 

When speak financial state- 
ments mean: 

(a) balance sheet account as- 
sets, liabilities and net worth, and 

(b) profit and loss account with 
any accompanying explanation neces- 
sary trace the source and disposi- 
tion the subject’s funds. 

Furthermore, are dealing this 
discussion with the kinds statements 
this section—those most 
tained from individuals when occa- 
sion requires and from business the 
end fiscal years. 


the Statement True Picture? 


The primary requirement financial statement 
that should true. Two factors enter our experience 
this connection. applicant for credit, through un- 
bounded optimism and inherent trading instincts, will too 
often value what owns too high, prices which could 
not realized the market—this particularly true 
with real estate, but equally true inventory and 
notes and accounts receivable. Similarly the lines be- 
tween ignorance, trading instinct and dishonesty some- 
times are very thin. common fault individual’s 
statements that property owned jointly husband and 
wife with survivorship clause listed asset the 
husband. like manner approximations which are gen- 
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erally revealed figures even dollars are undesirable 
and put one notice that such statement lacks its 
essential factor, viz: accuracy. 

Again, dishonest statements range between what call 
“window dressing” deliberate falsehoods. patent 
illustration the former the adjustment the fiscal 
closing collections received after that date which tends 
increase cash reduce indebtedness 
and affect the very important relation- 
ship between assets and liabilities. 

cure these possible defects, 
bankers dealing with commercial 
credits attempt secure statements 
prepared certified public account- 
tants—and statements prepared re- 
liable accountants are most desirable. 
vidual representations the opiniens 
experts qualified examiners and ap- 
praisers are encouraged. 

our discussion the use fi- 
nancial statements may properly 
conclude that their accuracy MUST 
determined. 

attempt herein made cover 
all kinds statements, but rather, 
earlier premise, deal with 
those most commonly found this 
section. Those might catalogued 
follows: 

(1) Agricultural 

(2) Individual 

name proprietorships. 

(4) Partnership 

(5) Corporation. 

The emphasis kind form customer’s statement 
must follow the question, “how much and what kind 
information need give complete financial 
understanding our customer’s affairs?” 

There exists the draft each statement common 
purposes, the principal one which the segregation 
grouping assets and liabilities and arrangement ac- 
cording their degree liquidity maturity. 
invariably find cash listed first, accounts receivable sec- 
ond, inventory farm products third, and similarly notes 
payable, accounts payable and taxes making current 
debts opposed mortgages which commonly have long 
maturities. The purpose, however, group all assets 


which have marketable readily determinable value 
and can turned into cash with little delay and 
call those current assets. Factory buildings, furniture and 
fixtures, owners employees accounts notes, farm 
lands, machinery and tools, automobiles and the like are 
non-current assets but should carefully listed and 
valued. like token, liabilities are divided between those 
due the current year and those longer maturity—the 
first called current liabilities, the latter non-current 
deferred liabilities. 

The difference between assets and liabilities net 
worth represented the owner’s money or, the case 
corporation, representing the capital contributed and 
the surplus arising from operating results accounting 
adjustments. 


Study the Applicant 


Too much emphasis cannot placed understand- 
ing the applicant’s business, otherwise statement 
that customer may thoroughly misunderstood and lead 
one false conclusions. 

The operation 
any business, large, 
small, individual 
corporate, may 
compared the turn 
wheel. There 
are three conditions 
—the center 
wheel must have 
hub about which the 
wheel will revolve 
smoothly. fel- 
loes the rim must 
make perfect circle 
and last, 
tainly not least, the wheel must turn carry its vehicle 
forward. the accompanying chart would like pic- 
ture this wheel picks the elements operation: 

may presume that all business enterprise starts with 
cash which invested raw material (merchandise 
the base for growing crops). These turn, the myth- 
ical wheel turns, convert into accounts due the owner and 
next into cash. Ideally, more cash comes out than orig- 
inally went in—we call that profit. But for this purpose 
the cash again invested, the investment sold, ac- 
count receivable and ultimately paid cash—this 
turnover and occurs wherever business found. 

The point would like make this: unless one 
knows all can find out about business, just watching 
its wheels round may not mean much. One should 
know such characteristics the applicant’s business 
these—how long does take turn cash into what 
being sold, what proportions final cash outlay are rep- 
resented raw material seed and fertilizer and what 
amount labor; when the product salable, how and 
where and what cost; sold for credit, whom and 
for what length time—when does the money come 
back? 

These questions lead understanding the bal- 
ance sheet and the earning profit and loss results. 

Suppose take illustrations this point three 
cases which will cover not only the turnover but the de- 


gree hazard involved. The wholesale grocery 
has always been regarded relatively safe enterprise, 
Its merchandise constant demand food for the 
community, and wide fluctuations prices are rare. Little 
labor required acquire inventory and shipping 
delivery costs should not high. constant 
demand with regular outlets, requirements can fully 
but safely anticipated. The turnover inventory this 
line business should present little problem and 
should average net sales forty-five sixty days, 
the dollar value inventory when compared annual 
sales should not exceed sixty day supply. 


Another example not common and for illustration 
only. machinery manufacturer have mind makes 
and installs special items, built specifications, usable, 
course, number places, but only conformity with 
the particular layout which used. addition, the 
machine months manufacture. The turnover, 
best, from date acquisition raw materials date 
installation and final inspection, six months. Raw 
materials are, course, hedged the sale price the 
finished product, but labor costs and failure the con- 
tractor are illustrative the hazards time the con- 
version. 

These various hazards should borne mind with 


respect margin safety later discuss the ratios 
statement. 


With the Statement Before 


When comes analyzing statement—just one 
statement, some fairly reasonable conclusions can 
reached. can determine, course, that there are 
sufficient assets pay would seem that the 
applicant was solvent and presently able meet his obli- 
gations. Furthermore, can adjust additional debt 
that already owing, figuring from the applicants rea- 
son for the loan where the borrowed money will go, and 
the basis this adjustment guess whether will 
able pay the then existing liabilities. Probably 
unfair using the word yet frankly not be- 
lieve that far from the truth. 

From 1900 and probably twenty years thereafter, the 
beginning and the end statement analysis was the 
theoretical standard ratio between current assets 
and current liabilities. applicant who showed that 
position better was approved. About 1907 find 
the idea that “quick ratio,” that is, cash and accounts 
receivable equal current liabilities, was acid ‘test 
goodness. ratios, course, are still used and are 
important due consideration given the time 
which the statement drawn, viz.: adjusted with view 


peak debt and consideration the character the 
business. 


Among the inadequacies the old ratio, how- 
ever, the profit factor business which only 
necessary point out that concern which lacks satis- 
factory ratio but can and making money generally 
more desirable risk than one with abundant proportions 
yet losing money. 

And may conclude that single balance sheet 


plus earning statement will help eliminate guess work 
—and will. 


> 


BLANK COMPANY 


Accts. and Notes Receivable 
Merchandise 

U.S.Govt. Bonds 

Cash Value Life Ihs. 
Deich 
Real Estate ond Plants 
and Equipment 
Furniture and Fixtures 
Miscellaneous 


Due from Officers 


Total Assets 
LIABILITIES 
Notes Payable 
Accounts Payable 
Miscellaneous 


Taxes 


Capital Stock 
Surplus 
Profits 
Reserves 


Bonds or Mortgages 


1,564.17 
Net Quick Assets 


Other Assets 
Current Ratio 


Bonds ot Mortgages 
Net Worth 


Sales 648,069.69 


Dividend: 
Adjustments 


Modern credit analysis has simplified both effort and 
effect the attempt determine immediate solvency, giving 
more assurance future developments through effectively 
revealing changing trends. With proper understanding 
lends itself the chance statements the individual 
well the regular annual statement business. 


The Comparison Method Analysis 


This simply matter analyzing the single balance 
sheet, but the same time others preceding intervals 
order that trends all important factors items 
the statement may developed. The statements, colum- 
nized what called comparative analysis card, ap- 
pear side side. 

There particular order which facts analy- 
sis are tabulated. one more important than another. 
Since profitable conduct affairs essential, two items 
stand out, namely, net worth and net working capital 
(net quick assets). Net worth the difference between 
assets and liabilities; net working capital the difference 
between current assets and current net 
funds which are available for use. These two items 
should increase; how much depends upon the amount 
business done, possible future requirements, the constancy 
and relative size debt, and the hazards and swings 
the particular business. 

The current ratio has been referred theoretical 
two one standard. the average business ratio 
from two one three one normal. Bearing 
mind the nature the business, this ratio should increase 


decrease the factor for margin safety changes. 
For example, the current ratio finance company could 
safely one and quarter one, wholesale grocer 
safely two one, yet the ratio the specialty machine 
manufacturer should probably five one. 


Other Ratios Important 


Other ratios lend themselves good use. Net worth 
total debt should better than oné one—not be- 
cause someone says so, but because every individual and 
business should have much his its own capital 
creditors have advanced—for other reason than when 
creditors have more money stake than the debtor one 
the other should step out—a business cannot belong 
both creditor and debtor. 

The common averages turnover inventory and 
receivables quickly and rather effectively checked 
dividing receivables into annual sales and the result into 
twelve, thus giving the approximate months sales out- 
standing. like manner, dividing inventory into cost 
sales gives fair idea movement this item. any 
comparison this sort, where common average figures 
are used, one should bear mind that average figures 
should bettered, not equalled. 

Touching again the cycle turnover, should 
clear that any forcing capital creates abnormal situa- 
tion. Experience teaches that the more normal con- 
version produces profits—pushing beyond that point in- 
vites hazards which generally result loss. 

The particular value the comparative analysis card 
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that unusual changes every item are immediately 
evident and without doubt have some meaning. have 
never seen business fail that for year two prior 
its collapse, its cash was declining. sales are increasing 
decreasing accounts receivable will most probably 
higher lower than the preceding period. Unless sales 
have been and are increasing trend toward higher in- 


Comparisons Reveal Facts 


should pointed out that the comparative balance 
sheets may may not prove anything; undeniable, 
however, that they reveal changes which, pursued into 
the facts, reveal many important facts. 

Thus far little has been said about the profit and loss 
earnings statement and, frankly, nothing more go- 
ing said for many limitations are imposed dis- 
cussion this time. However, few indications have 
been given its collateral use and much can gained 
from it, particularly where unprofitable operation being 
experienced. Here the opportunity comes for the banker 
work intelligently with his borrower ferret trouble 
margin profit and costs—there never was time 
when the problem safely making money was more 
severe. 

conclusion would like run through analysis 
hypothetical case with statements comparative 
analysis card reproduced here the hope that the routine 
will illustrate and help establish your minds some 
the principles have discussed. 

Blank Company has come us, let assume, early 
1934 for line credit $25,000. are familiar 
with its general line business and are ready 
analyze its two preceding statements, those December, 
1932, and 1933. 

The first impression that abundant assets protect 
relatively small liabilities; the beginning 1934 the 
current ratio 9.11 All proportions the state- 
ments are good, the only unfavorable factor lack 
earnings. Upon investigation learned that the com- 
pany pays substantial salaries its principal officers 
avoid corporate income taxes and the reduction amounts 
due from officers 1932 was made offset 1933 
undrawn salary allowances. Working capital improved 
approximately $22,000 that year. conclusion 
would quickly but safely that Blank Company en- 
titled the line requested. 


Seeks More Credit 


The statement for the fiscal year 1934 still good 
—and the company wants its line credit increased 
$50,000 accommodate expanding sales. the first 
place the subject carrying substantial cash balance, 
sales have increased 80% yet receivables are less than 
the year before and inventory wholly line. check 
the trade reveals that the company takes all discounts 
its accounts. Working capital has increased $6,000 
and net worth $9,000. Compared increased sales 
80% profits improved 400%. The current ratio 4.4 
evidences substantial coverage even adjusting the 
anticipated increase borrowed money. 

January 1936 Blank Company comes with 
its December 31, 1935, statement, not having reduced nor 
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paid down its borrowed money but owing $45,000 the 
end the year. look the analysis now the 
company even better cash position than heretofore, 
the basis $796,000 sales, receivables are ex. 
cellent proportion and while inventory considerable 
higher, measuring the average turnover this line 
business not too high. examination the 
miscellaneous items, which have increased materially, 
veals accumulated salary allowances which have remained 
the business and which the company’s officers are 
ing capitalize. Working capital has increased despite 
operating loss through conversion the item “due 
from worth remains about the same. Briefly, 
the picture not attractive has heretofore been, 
but the indebtedness still seems justified. Because the 
company has lost money 1935, which was normally 
good year for other business this kind, the 
ment’s attention called the fact that has tried 
too much business, certainly its net worth, and that 
its efforts inviting hazards which its capital struc- 
ture cannot afford undertake. Emphatic warnings are 
therefore given the management concentrate profit- 
able business lesser total, with the suggestion that the 
loss operation due too costly sales both from the 
standpoint selling and delivery expense. 


Loan Increased $60,000 


The company wishes borrow $60,000 for the 
year 1936 take advantage some very special inven- 
tory which can bought apparently favorable prices 
with the understanding that the sales situation will 
corrected. additional credit granted. During the 
year 1936 becomes very apparent that the lender 
well the borrower has made mistake, for the in- 
debtedness created temporary peak proposition has 
been steady, the good cash balances have declined and 
the beginning 1937 the statement the year just 
ended full warnings. Sales have increased beyond 
any reasonable figure point far excess that 
which the net worth $137,000 can safely support. 
The company has again lost money, this time rather 
substantial amount, and its heretofore satisfactory cur- 
rent ratio has dropped very evident 
that the situation which brought about indebtedness 
$114,000 and sales volume $1,163,000.00 must 
reversed, that is—sales must curtailed point 
safety which previous exhibits was around $650,000.00, 
and indebtedness must reduced which will normally 
occur reduced sales the facts presented the 
statement are This the same saying that re- 
duced sales will relieve inventory requirements, permit 
the accumulation cash from receivables and conse- 
quent reduction indebtedness. 

During the year 1937 our borrower reduced in- 
debtedness $30,000.00 and all purposes seems 
accomplishing the results which was agreed would 
obtain and the only method should pursue. the 
early part 1938, however, our debtor comes with 
the December 31, 1937, statement showing that the com- 
pany has completely disregarded the understanding and 
agreement sales volume, for during that year sales 
reached the peak $1,196,000. Liquidation indebted- 
ness was obtained page 44) 
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Dealers Farm Credits 


Every Deal Should Fit Individual’s Finances 


Bertschi, District Collection Manager, International 
Harvester Chicago 


The desire for increased volume must the driving 


force and power every sales program. Likewise, 

real and permanent success achieved and 

maximum profit assured, sales aggressiveness must 

balanced intelligent, practical, and flexible credit 
and collection program. 

Such credit and collection program provides chan- 
nel for increased sales, greater profits, and satisfied cus- 
tomers. program which fails 
create such results detrimental 
the success the business and unless 
changed will materially affect both 
sales and profits. 

Successful procedure requires in- 
telligent decisions based upon con- 
sideration all major factors each 
case. This meets the individual needs 
customers. enables them buy 
and arrange the payments meet 
their individual requirements. 


Common Sense from the Start 


Proper credit and collection pro- 
cedure builds good-will and wins new 
friends because requires wise and 
common sense handling the trans- 
action from the time sale until the 

purchase price fully paid. 

credit extension success depends 
upon the thoroughness and care with 


which every step taken. sale 


never complete until the purchase price has been 
full. This fact must remain uppermost the minds 
those who approve credit. This does not mean that 
credit policy should restricted and conservative that 
risk involved—ultraconservatism and elimination 
all risk will, while reducing losses, also reduce profits, 
just haphazard, slipshod credit policy reduces profits 
through bad debt losses. 


Credit Involves Real Money 


Proper credit procedure acts sales volume like the 
governor motor—it permits development maxi- 
mum output—yet exerts proper control insure long 
life and efficiency operation. 

Business men must realize that credit involves real 


money, and base their decisions accordingly. When this 
done, credit extension will placed more firm 
foundation. Since credit does represent real money, pro- 
ceed every case with the same care and caution you 
would exercise approached for cash loan for similar 
amount. 

Men who give little real thought and consideration 
vital factors and circumstances involved when making 
credit decisions would not think 
promiscuously handing out cash 
amount equal the credit involved, 
even though the purchaser agreed 
pay interest equivalent the profit 
the article being sold time. Yet 
principle, what the difference be- 
tween the merchandise which cash 
money invested and money the 
cash 


Successful credit extension becomes 
more problem each year. The 
effective advertising more lux- 
urious Conveniences, amusements, and 
necessities creates more intense cus- 
tomer desires and the more the aver- 
age purchaser obligates himself 
pay, the greater the need for care 
extending additional credit and ar- 
ranging terms fit his particular 
requirements and income. 


When people overestimate their 


paying ability and contract obliga- 


tions beyond their capacity pay contracted terms— 
complications arise which may result direct loss the 
creditor, create situations which make the sale un- 
Many these unsatisfactory cases can 
avoided proper care and consideration given all 
essential elements when the credit being approved. 


Proper Care Saves Trouble 


Implement Dealers are too often thinking much 
about what the prospect tells them their competitor will 
the way down payments, trade allowances, and 
terms, that they completely overlook properly investigat- 
ing the prospect’s ability pay. Sales procedure 


larger machines sometimes revolves itself into race be- 
tween competitors see who will allow most for the 
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trade-in, require the lowest down payment, and give the 
most liberal terms the balance, regardless whether 
these terms coincide with the purchaser’s income. Deal- 
ers should not enter into competitive bidding solely the 
basis what the prospect tells them competitors will do. 
His statements may not give all the facts, color them, 
promote his own interest. For this reason the desire 
get business should never overshadow eliminate the 
exercise wisdom and care extending credit. 

There mystery connected with successfully deter- 
mining the ability purchaser pay time. natur- 
ally impossible 
case. Unforeseen 
circumstances and 
conditions 
arise over which 
the purchaser has 
control. Such 
elements affect the 
customer’s ability 
pay, but prop- 
credit judgment 
exercised, losses 
from such exper- 
iences will neg- 
ligible. the avoidable calamities and losses which 
have such disastrous effects earnings. 

Proper credit procedure involves three important steps: 

Precredit investigation. 
Consideration principal factors. 
Proper arrangement terms. 

These steps represent the foundation upon which 
successful credit policy must rest. Analyzed individually 
but considered inseparable, they constitute the safeguards 
which insure maximum time sales and minimum collection 
difficulties and losses. 

Precredit Investigation Every Time Buyer not 
only good practice—it essential practice. too 
late determine, after credit has been extended, that 


Credit Represents Cash 


the customer not good risk for the amount 


Extending credit without properly investigating the pur- 
chaser like betting race horse because you know 
his name and like his color. 


“Is Able Pay?” 


The real value credit investigation comes from de- 
termining advance actual delivery goods the abil- 
ity and willingness the purchaser pay the amount 
involved. 

The credit investigation should reveal the 
buying and paying habits—how has discharged his 
contracts with others. should bring out information 
concerning the purchaser’s financial responsibility—what 
owns and what owes—also information concerning 
his ability pay. thorough credit investigation in- 
cludes information all three these points. This 
important for each contains distinct information which 
direct guide what you may expect the way 
payment. 

When credit extended before the investigation 
complete and all important factors considered, tak- 
ing chance which may result most unfortunate ex- 
perience. Proper credit investigation gives facts upon 
which intelligently base your decision. For this reason 


Credit and Financial 


approval should withheld until actual facts are ob. 
tained. 

The purchaser’s ability successfully discharge the 
obligation insures realization the full profit involved, 
well elimination unnecessary collection difficulties 
and expense. have direct bearing the success 
any business. 

Consideration Principal Factors. The 
credit man regards his work removing obstacles the 
way maximum sales. endeavors clear any- 
thing which may stand the way acceptance good 
business. must never forget that the average pur- 
chaser sincerely intends pay for what buys. The 
credit man must strive determine and clear any- 
thing which may prevent the purchaser from carrying 
out his good intentions. 


Credit Analysis Not Difficult 


The ability make intelligent credit decision 
within the power every man who cares study few 
the important elements which must considered. 

First. Consider the term arrangement and the pay- 
ing record previous purchases. Small amounts 
should retired more rapidly than large 
Relation between the amount involved, term arrange- 
ment, and paying record previous purchases, 
index into what may expected the present con- 
tract. The fact that purchaser has been slow 
previous contract indication that the present con- 
tract unacceptable. Consider whether the difficulty 
was the result improper term arrangement other 
conditions over which the purchaser had control. 
The causes slow payments are important factors— 
giving them careful consideration, may pos- 
sible arrange the new contract similar experi- 
ence will avoided. 

Next, consider the purchaser’s financial responsibility. 
This does not mean that every purchaser should 
the so-called class. Financial responsibility 
evidence thrift, earning ability sufficient 
provide more than the bare necessities 
sibility in- 
dication sta- 
bility most 
desirable factor 
time buyer. 

selling 
ery large or- 
ders, credit can- 
not confined 
those who 
cient pay cash 
delivery. most instances such customers not 
wish buy time. 

The last and most important factor the ability 
buy and successfully discharge the contract. es- 
sential factor many cases completely ignored, espe- 
cially those involving purchase heavy machines. 
quently most the conversation concerns the trade 
allowance and terms which the prospect claims the com- 
petitor will give—too little regard has been given 
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serious consideration the prospect’s actual ability 
successfully discharge time balance for the amount 
guarantee ability pay. 

Principal emphasis the past has been the pur- 
chaser’s past record paying and his willingness 
pay—too little consideration has been given his abil- 
pay. must now realize that ability pay 
should the first and most important element con- 
sider—regardless past record and good intentions, 
purchaser must have the ability pay the experi- 
ence 

The desire 
never cause dis- 
regard in- 
dividual’s credit 
limit. The cred- 
limit has 
direct bearing 
the purchas- 
er’s ability 
pay. man 
may excel- 
lent risk for $500 article, but very poor and un- 
satisfactory one for luxurious yacht. signed 
purchase contract for yacht, his past paying record 
could perfect; his financial responsibility entirely 
enable satisfactory discharge reason- 
able purchase. approval the yacht contract was 
based these two factors alone, would surely result 
very unsatisfactory experience. ‘This would re- 
sult not from lack good intentions—not from lack 
good paying record—not from lack reasonable 
financial responsibility, but entirely from the fact that 
the credit limit was disregarded and the earning abil- 
ity was insufficient discharge the purchase price 
luxurious yacht. 

Earning ability the most important factor con- 
sider the average purchaser. The millions de- 
linquent notes and accounts over the entire country 
today give concrete evidence this fact. the great 
majority these cases the purchaser would pay 
had the ability so. Non-payment then not due 
unwillingness, nor poor performance the past; 
the delinquency purely and simply case inability 
pay. 


Reduce Sales Obstacles 


Terms Follow Ability Pay 


Proper Arrangement Terms. Income and term 
arrangement must parallel each other—they are insepa- 
table and necessary insure successful discharge 
contract. Proper term arrangement the channel through 
which the ability pay transformed into successful and 
satisfactory liquidation contracts. 

Arranging terms without carefully considering the in- 
come and the periods which will received paves 
the way for collection difficulties and customer dissatis- 
faction. 

cessfully operate six-bottom plow, yet many times im- 
Plement dealers have thoughtlessly arranged payments 
though they expected $100 income successfully dis- 


Credit and Financial 


charge $600 payment. Such term arrangement un- 
satisfactory all parties concerned: 

The Dealer—because the customer blames him 
for not properly arranging the terms avoid the dif- 
ficulty. 

The Customer—because has difficulty meeting 
the payments which injures his pride and creates wor- 
ries which could have been avoided. 

The Note Holders—because increases their ex- 
pense and reduces their profit because finance charges 
are based the maturity dates the contract 
capital turnover depends upon the ability collect 
promptly and reinvest the money. 

Most difficulties can avoided careful consideration 
given the individual income each purchaser, and 
schedule payments arranged coincide both with the 
amount the income and the dates which will 
likely received. 


Term Plans Should Individual 


Successful term arrangement individual matter. 
Each purchaser must meet his own payments and the 
promptness with which able largely de- 
pends the care which exercised arranging the 
payments fit his particular income. He, and alone, 
must meet his own payments—how his next-door neighbor 
the man down the road able buy has bearing 
his particular case. 

Having standard amounts for payments and standard 
maturity dates for all purchasers impractical and 
unbusinesslike would for store carry only 
one size suits, hats, shoes, and other articles clothing 
sizes are required meet individual needs. 

The identical principle applies term arrangement, 
and maximum volume will obtained, avoidable sales 
resistance removed, and more prompt collections assured 
when this practical common-sense method term arrange- 
ment put into practical application business men 
everywhere. 


Proper Terms Help Sales 


Proper term arrangement increases sales, for enables 
the man with limited financial resources but reasonable 
earning ability buy time and satisfactorily meet his 
payments. The au- 
tomobile industry 
recognized the un- 
limited 
bilities through 
proper 
rangement 
which the man 
with little capital 
could buy and pay 
for automobile. 
Millions and mil- 
lions people 
with limited finan- 
cial responsibility, 
own cars today because they were able arrange the pay- 
ments fit their income. Proper term arrangement 
brought tremendous returns the automobile industry. 
can bring similar returns farm implement dealers they 
will apply the same principles term arrangement which 
produced such outstanding results the automobile field. 


Are You Selling Terms 
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Following the course least resistance arranging 
terms without regard the individual requirements 
the purchaser will likely create collection difficulties, 
credit losses, and customer dissatisfaction. Both have 
direct bearing the success any business. 

The exercise wisdom and care conducting thor- 
ough investigation the purchaser before credit ap- 
proved, thoughtfully considering all the factors involved, 
and carefully arranging the schedule payments, 
guarantee that all payments will promptly met and 
that collection difficulties will experienced, but 
guarantee that such experiences will reduced 
minimum, and avoidable troubles eliminated. 


Collection Program Also Important 


Such credit program will insure good collections 
you also maintain equally efficient, thoroughly de- 
veloped, and properly applied up-to-date collection pro- 
gram. 

Collection delay frequently experienced dealers 
because they use the same collection methods which were 
effective years ago when entirely different situation 
existed relating the cash demands and requirements 
the average farm implement purchaser. The common 
fallacy some dealers their belief that systematic 
collection follow-up unnecessary because they feel their 
customers are good and will pay when they get the money. 
The same principle applies collections this regard 
that applies must work systematically and 
industriously get best results. Customers may intend 
buy from you, but you wait until they look you up, 
your competitor may have seen them, they may find 
other uses for their money before convenient see 
you. 

Never overlook the fact that there plenty com- 
petition for the farm dollar, and most from manu- 
facturers articles other than those handled farm 
implement dealers. The customer may good and in- 
tend pay, but it’s best see that temptation use 
the money for other purposes interferes with his good 
intentions. Temptation will removed prompt, 
proper, and persistent collection follow-up. There 
saying, the principles which apply getting the money. 
wicked flee when man pursueth, but they 
make darn sight better time when somebody after 


them.” 
Good customers will ordinarily pay, but you can de- 
pend upon more prompt payments you diplomatically 


remind them delinquencies and insist upon liquidation. 
You customer feel that you want, 
need your money, you give indication this fact 

tactfully reminding him that has failed promptly 
discharge matured obligation. 


“If They Owe You, They Won’t Buy” 


The best customers are the up-to-date customers. 

Years ago the feeling existed that customers would re- 

sent being asked pay promptly, but the actual facts 

indicate that customers who are behind their payments 

hesitate come into the store their creditor, for fear 

being asked for payment, because they feel their 

presence will remind him their delinquency. Much 

the delinquent customer’s business goes elsewhere until 
this obligation has been settled. 


Credit and Financial Management 


The man who up-to-date with his payments 
into your store with assurance and confidence, and 
narily enjoys this feeling independence. wants 
trade with you because you know pays promptly, and 
derives genuine satisfaction from this knowledge. 
the other hand, the man who past due his 
reluctant ask for additional credit, and also hesitate; 
pay cash, feeling that you may think the money should 
applied the delinquent indebtedness. 

good collection program one which systematic, 
persistent, tactful, and human. one which never 
loses sight the fact that not enough simply 
collect the money; must collected such tactful, 
diplomatic manner that the customer’s good will main. 
tained and his future business assured. Forceful, drastic 
measures should not used until every effort has been 
exhausted collect through persuasive human appeals. 


Normal Reactions Apply 


essential remember that the man who owes 
past due obligation human being, and subject 
normal human reactions. Keeping this mind and pro- 
ceeding accordingly will create good collections and good 
average customer who fails pay promptly 
has real, imaginary reason why cannot pay, and 
best follow-up through approach friendly co- 
operation and mutual interest, because gains the cus- 
tomer’s confidence and insures friendly discussion 
the difficulties preventing payment. 

The effectiveness the collection appeal increased 
when the customer feels you are genuinely interested 
his problems and difficulties, well getting your money. 
will exert greater effort pay when properly ap- 
proached. Any attitude expressed implied that you 
will force payment will arouse the customer’s resentment 
and delay rather than encourage payment. Appealing 


the customer the power suggestion and persuasion 


produces more rapid results and holds the friendliness 
the customer; while any method which gives little con- 
sideration the customer’s pride and feelings and con- 
tains the essence force, detrimental both sales and 
collections. 

Every man handling collections should look upon 
self doctor finance. The customer who not 
paying promptly financially sick customer. 
quires the friendly interest and advice Financial Doc- 
tor who can help him diagnose his condition and prescribe 
course action which will insure the return 
healthy financial condition. The man collection work 
must financial adviser who appreciates the fact that 
each patient requires individual analysis and personal con- 
sideration plan procedure may adopted fit 
the individual circumstances the delinquent. 


Let the Customer Talk 


Let the customer most the talking. You can 
well afford let him monopolize the conversation. 
carefully selected and tactfully put question now and then 
will bring out valuable information concerning his present 
financial condition, what has mind concerning the 
payments, and other information which will give you 
direct lead the most effective appeal. The effective- 
ness your appeal the measure your success, and 
letting the customer most the talking, you are 
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quite frequently able immediately discover the most 
appeal. 

Always talk and act though there doubt about 
the customer’s ability obtain funds with which pay. 
giving this impression and proceeding accordingly, 
you give the customer reputation live and sus- 
tain. You are appealing his sense pride, and 
human nature try preserve our precious pride. You 
have everything gain and nothing lose appealing 
man’s pride, even the customer you feel has 
real regard for his obligations. Nothing gained 
letting such customer know you feel this way about 
him. has reputation preserve and incentive 
and more responsible man than really is, likely will 
put forth more conscientious effort pay and live 
your expectations. 


Don’t Appearances 


Never try judging man’s ability pay outward 
appearances. Many payments are promptly made full 
customers whose appearance indicates inability pay 
the amount involved. Many people appear quite pros- 
perous who reality are living from hand mouth, 
while many appear worth little but actually are 
well fixed financially. 

Always try obtain the money first asking for 
payment without inquiring about any specific source from 
which you expect the funds come. When you open the 
conversation inquiring returns have been received 
from specific source, the customer feels that you are 
expecting payment only from this source, and can 
convince you that money was made from this par- 
ticular source, may get additional time the obli- 
gation. 

The man who has funds which wants use for 
some other purpose will quickly take advantage the 
creditor who first asks for payment from particular crop, 
other specific source.of income. Keep asking and ap- 
pealing for the money. The customer will tell you all 
about the outcome the crops which failed without your 
bringing the subject. You must resourceful and 
develop the incomes that materialized suggest possible 
sources from which funds may obtained. 


“Every Tub Its Own Bottom?” 


not overlook the fact that many good farmer cus- 
tomers like op- 
every tub standing 
its 
tom. they pur- 
chase outfit for 
use with crop 
which fails, they 
sometimes want 
extension until the 
next crop, even 
though they have 
suficient funds 
available rom 
previous good 
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crops other sources. 
essential for every business follow collection 
program which will insure reasonably prompt payment 


all obligations. This necessary from sales and safety 
standpoint. The average customer out the market 
when his payments are past due. The longer the obli- 
gation remains past due, the harder collect, and 
the period delinquency increases collection pressure 
must also increased. Delinquency then not only in- 
creases the possibility loss what has already been 
sold, but leads loss future business through the cus- 
tomer’s lack interest additional purchases the 
inability increase his obligations from credit stand- 
point. 

essential appreciate the fact that large volume 
alone guarantee success. factors other 
than volume have 
direct bearing 
the success any 
business. One 
the most important 
these factors 
the credit and col- 
lection program. 
This important 
because not only 
affects credit losses 
but directly af- 
fects sales volume. 

More thought 
must given 
the individual circumstances every case, whether in- 
volves the extension credit, the collection re- 
ceivables. impractical follow identical pro- 
cedure with every customer extending credit, arranging 
terms, and collecting, would for doctor 
prescribe the same medicine and treatment for every pa- 
tient regardless particular ailments temperaments. 

Your business will never realize its greatest possibili- 
ties, give you all the genuine satisfaction and pleasure 
you deserve, nor afford you maximum success until you 
fully appreciate the necessity for giving careful, thought- 
ful attention your credit and collection program, 
well all other major factors contributing your 
success. 

The steady flow capital into receivables and back 
into your business must remain unbroken insure maxi- 
mum capital turnover. intelligent, reasonable, and 
flexible credit and collection program will keep open and 
unobstructed the channel your business which leads 
increased sales volume, more satisfied customers, and 
greater safety. 


They Owe, They Pass 


THE 1940 CENSUS POPULATION 


The greatest fact-finding undertaking the Nation’s 
history slated take place April, when the Six- 
teenth Decennial Census the population the United 
States will conducted. The year 1940 brings the 
150th anniversary census-taking America, which 
began 1790 provided Article Section the 
Constitution. This April, 120,000 Census enumerators 
will visit million families, enumerate the Nation’s 
estimated 132,000,000 population, and ask series 
questions designed give the facts which will provide 
illuminating data problems which have become par- 
ticularly pressing the last decade. 
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Men Report Chandler Act 


Opinions Expressed Recent Questionnaires 


The National Association Credit Men was one 
the active participants the work which led the 


introduction Congress the bill which subse- 
quently became known the Chandler Act, mod- 
ernize the Federal Bankruptcy Law. member 
the National Bankruptcy Conference the Association par- 


ticipated the several years careful study which pre- 
ceded the drafting proposed legislation and also con- 
tributed testimony before hearings the Congressional 
committees which were charged with the consideration 
the legislation. 

Since the enactment the law the Association has en- 
deavored observe its operation carefully possible 
and, particularly, ascertain the opinion the Associa- 
tion’s members concerning the effect the law upon their 
work and interests. October, 1939 the Association dis- 
tributed two hundred copies questionnaire containing 
fourteen questions dealing with parts the Chandler Act 
which are particularly important from the standpoint 
the work credit executives. questionnaires were 
distributed both members, who were known have 
extensive experience with bankruptcy matters well 
Adjustment Bureau Managers local associations 
throughout the country. Approximately fifty completely 
filled-in replies were received. considerable number 
additional replies contained partial responses the ques- 
tionnaire while number other replies indicated 
cient experience with the law justify reply. 


General Satisfaction Expressed 


General satisfaction with the Chandler Act whole 
was expressed large majority the replies. Virtually 
all the replies, however, indicated that the Act had 
not been operation for sufficiently long period 

enable accurate analysis the results made. 
was almost the unanimous opinion those who answered 
the questionnaire that would inadvisable make any 
material changes the Act until had been operation 
for longer period and until more information were avail- 
able concerning its effects. 

Because the importance this matter all the 
Association’s members, the exact questions used the 
questionnaire and analysis the replies each ques- 
tion, are given below: 


Question the Statement Affairs, which 
the bankrupt now required file before the first meet- 
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ing creditors, been helpful securing more respon- 
sive and more comprehensive disclosure the bankrupt’s 
prior conduct and transactions and the whereabouts 
and disposition his property? 

Response:—This question was overwhelmingly 
swered the One member replied that the 
requirement should limited large cases and should 
waived ordinary wage-earner petitions. Only two 
replies were the negative. 

Question 2—Have the new discharge provisions, which 
were designed strengthen the procedure the interest 
creditors and simplify the interest bankrupts, 
accomplished those objectives? 

Response:—All but three those who replied this 
question answered the Three replies were 
negative. 

Question 3—Are committees creditors being ap- 
pointed your locality under the provisions the Chan- 
dler Act, and where appointed, have such committees in- 
fluenced more effective administration and liquidation 
estates? 

Response:—The replies this question suggest that 
subject provision the law not yet being used 
appreciable extent. replies indicated that 
committees are being appointed and that the situation 
better than before but stated that the appointment 
committees still not extensive should be. Where 
committees were being appointed under the provisions 
the law, the results were generally reported satisfac- 
tory. Throughout all the replies, however, there was 
definite indication that this feature the law not 
being used extensively should the interest 
creditors. 

Question the bankruptcy estates, 
available for dividends among creditors, been perceptibly 
increased by: (a) Elimination state priorities; (b) lim- 
itation the priority rent claims; (c) the changes 
affecting the procedure turnover proceedings; and (d) 
the new provisions with respect preferences, liens, and 
fraudulent transfers? 

was exactly divided with regard 
(a). About 60% the replies answered (b) (c) (d) 
affirmatively; the remainder replied negatively. The 
plies indicated particular satisfaction with the limitation 
the priority rent claims. 

Question 5—Do you know cases where the restric- 
tion the voting claims fifty dollars less has been 
effective restricting obstructive practices? 
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the replies indicated insufficient 
experience with the results this provision the law 
which, however, was heartily approved principle 
most those who answered the questionnaire. 

Question 6—Have the new provisions for reviews from 
referees and appeals from district judges simplified and 
speeded the administration and liquidation estates? 

were afirmative. remainder indicated inadequate 
experience with the provision. 

Question 7—How does the new Reorganization pro- 
cedure under Chapter compare with the prior pro- 
cedure under Section 77B, with respect speeding 
the proceeding, the information made available cred- 
itors, creditor participation the proceeding and, gen- 
erally, the protection the rights and interests un- 
secured creditors? 

improvement under Chapter 
was reported although considerable number replies 
indicated that they had little experience with the new 
reorganization provisions the law. 

Question 8—Do you believe Chapter (Arrange- 
ments) practical and helpful creditors with re- 
gard the items mentioned Question 

large majority the replies this 
question were the affirmative. There was one nega- 
tive reply while several indicated little experience 
with the Chapter their locality. 

Question now permits recognition 
creditors’ committees the court from the outset the 
reorganization proceeding. 

Chapter recognized such committees only after 
their election first official meeting creditors. 

you believe that Chapter should amended 
conform with Chapter this respect? 

Response:—A large majority answered this question 
Six replies were the negative. 

Question you found that the new Section 
(Subsection provides better remedy for the recovery 
preferential transfers than the former provisions 
the law? 

replies were affirmative. The re- 
mainder indicated insufficient experience with the section. 

Question 11—Do you believe desirable that the trus- 
tee limited the recovery the property transferred 

(except where has been converted) under the new 
Section instead permitting the recovery either 
the property its value, heretofore? 

Response:—A large majority the replies favored the 
previous procedure which permitted the recovery the 
property its value and several those replies stated 
that the Act should amended promptly reestablish 
the previous procedure. Five replies favored the present 
procedure, while several indicated experience. 

Question you believe that, generally, the 
Chandler Act has effected speeding bankruptcy 
proceedings and strengthened and improved the Bank- 
ruptcy Law? 

Response:—All the replies answered this question 
affirmatively. Some were enthusiastic about the benefits 
already shown from the operation the law. 

Question 13—What defects, any, have you observed 
the operation the Chandler Act? 

Response:—Most the replies indicated that im- 
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WOULD YOU 
EXEMPT?---- 


Two bills have been introduced 
Congress exempt employees any 
wholesaling establishments 


provisions the Fair Labor Standards 
Act. 


The bills are 3180, introduced 
the Senate Senator Lucas Illinois, 
and H.R. 8045, introduced Repre- 
sentative Casey Massachusetts the 


House Representatives. 


mediate defects the law had been observed. Some 
the others made specific suggestions 
are given below: 

(1) The advisability the provision Chapter 
that the plan must filed with the original 
petition, was questioned. 

(2) was complained that, cases under Section 
236 (2) and Section 141, involving liabilities 
$250,000 more, the court can not adjudicate 
and transfer the cases straight bankruptcy 
until after the trustee selected and reports. 
This requirement was described costly 
inadvisable and was suggested that the law 
should changed, that all parties agreed, 
after notice, the court would have the power 
adjudicate. 

(3) was suggested that referees should required 
report, the expiration six months after 
the announcement the proceeding, why cases 
had not been closed. 

(4) was recommended that the law should 
changed that creditors’ committees would 
recognized the time the filing the peti- 
tion immediately thereafter. 

Question 14—What immediate changes would you sug- 

gest for the improvement the Law? 

large majority the replies this ques- 
tion favored further observation the law rather than 
any attempts alter the present time, except 
few comparatively minor respects. 
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Credit History Cards 


Swap Proposes This Executive 


Brabender, Credit Manager, 
National Silk Hosiery Mills, Inc., Indianapolis, Ind. 


Palestine, country that section the world’s 
geography better known the Holy Land, the 
world history, are located two seas, the 
Sea Gallilee and the Dead Sea. The Sea Gal- 
lilee, located the great Jordan Valley with its east 
bank towering high, deeply furrowed ravines, and its 
waters alive with marine life, very picturesque. Fol- 
lowing the river Jordan sixty-odd miles the south 
you have the Dead Sea. This salty and stagnant 
body water and around which impossible for 
vegetation animal life exist. This astounding dif- 
ference between two bodies water fed the same 
stream and only short distance apart attributed 
the fact that whereas the river Jordan serves out- 
let for the Sea Galilee, the Dead Sea has outlet. 
Using portion the Holy Land may somewhat 
peculiar introduction this article, but attempt 
paint this picture two seas, only few miles apart, fed 
the same water and yet different, not very 
difficult substitute for the two seas this picture two 
credit men two Credit Departments. 

The credit executive who turns “bear” and 
adopts policy hibernating both himself and his de- 
partment from any affiliation with the credit world will 
sooner later creator “Dead Sea.” This 
the type credit executive who still judging credit 
entirely the basis the two-to-one ratio. such 
attitude every man for himself would taken the 
majority us, the credit profession would become 
stagnant the Dead Sea. 


Let Our Lights Shine 


the credit work intend elevate the credit 
profession the level other professions that the 
credit executive just much recognized, respected, 
and enjoys the same status and privileges the man 
law, the Certified Public Accountant, must not 
(to use that somewhat shop-worn expression) “keep our 
light hidden under bushel.” We, the credit men, 
the credit profession, must create outlets methods 
Sea Gallilee, sparkling with life and with the busi- 
ness shores about dense with the foliage our suc- 
cesses. 

Fortunately, years ago, the credit men banded 
gether and formed what known today the Associa- 
tion Credit Men. This organization and its affiliated 
groups have furnished various outlets that have brought 
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the credit men into closer single coordinating 
The Institute Credit, Credit Men Forums, and the 


Credit Group Meetings, are the conference 


where the credit executive can huddle with other spe. 
cialists his field and receive the benefits their 
periments and experiences. Just group scientific and 
medical consultations accomplish that, which attempted 
individually would take years accomplish, also, the 
various credit gatherings, sponsored the Association 
Credit Men, are outlets accumulated actual credit 
knowledge keep each credit man continuous stream 
new ideas both economic way and also from the 
standpoint credit management. 


Experiences Credits 


few years ago was detailed organize Credit 
Department for company. Prior that time 
company handled credits for us. You will 
able appreciate situation when tell you that 
had credit experience and knowledge even the 
mechanics Credit Department were limited. About 
that time the Credit Institute chapter the Indian- 
apolis Association Credit Men sponsored courses 
local university Credits and Collections and Credit 
Management Problems. Taught local man who 
has spent his entire career the credit profession and 
attended large number local credit executives, 
those courses gave much better understanding 
the modern method credit department procedure. 
Although true, you cannot become credit man 
the textbook route, yet the practical and actual prob- 
lems presented and discussed the credit executives 
attending these courses and their convincing conclusions 
have influenced great extent our Credit Department 
policies and practices. 

Yes, evident that the credit men today are well 
organized. The Association Credit Men has been 
very influential backing and sponsoring various legis- 
lation that offers the creditors protection from fraud and 
other credit abuses. has been able arrange various 
service departments that have been tremendous 
sistance credit men. good example Interchange 
Service, which keeps constant circulation ledger ex- 
perience available. spite all these outstanding ex- 
amples progress developing the credit profession 
more specialized status, believe that, like most things 
worthwhile, there still much done keeping 
modern credit methods circulating. 


March, 194 


side 

the 

and 

der 

side 

has 

the 

tha 

cap 

cre 

the 


the years gone the 
Credit Department 
sidered necessary evil. was 
the department where orders 
were unnecessarily detained, 
and sales restricted. Today, un- 
der the modern method credit DATE 
analysis orders are speedily dis- 
posed of, and the Credit De- 
partment takes its place side 
side with the Sales Department. 
Today, the credit man not only 
has the responsibility limiting 
the bad debt loss minimum 
that will insure maximum prof- 
its, but also position 
increase the sales volume. 
must often act advisory 
capacity, pointing out cus- 
tomers weaknesses their credit 
structure and suggest remedies. 

give the service that 
expected him, the modern 
credit man must have well 
controlled credit 
though most Credit Depart- 
ments use the same source and 
principles analyzing credit, 
the procedure analyzing and 
keeping credit information 
varies. This due principally 


ALSO KNOWN 


BRANCHES 


Credit Department’s procedure _Aug 

for another because differ- 
ences sizes, quality, and 
ber accounts. The 
system also depends the book- 
keeping methods that are used. 
For example, there are numer- 
ous methods for keeping ac- 
counts receivable. For our cir- 
cumstances our firm finds practical use the monthly- 
individual-statement-with-duplicate method recording 
our receivables. very popular system used many 
firms the method posting receivables the same 
instrument which bears credit information 
count. With our company’s method, however, nec- 
essary that our credit information kept separately. 

Regardless the credit system used, should 
analytical but the same time not cumbersome. Our 
system built around two forms, Current Form and 
Five Year Form. 

The Current Form kept for each active ac- 
count file top our desk. The first step 
passing judgment order take glance the 
Current Form, which conveniently and alphabetically 
filed our finger tips. the front side the Cur- 
tent Form posted the following information: 

Name the account. 

Address. 
Branches. 
Date first order. 
Commercial ratings. 
Commercial reports. 


FIRST SOLD 


wl 


DATE 


i 

ict 


City 


STREET 


1221 Franklin Street 


First ORDER 


DATE REMARKS 


Clear All Orders 


Front and reverse record card 


PAYING 
RECORD 


REMARKS 


LAST SOLD 


Credit limits and the initial the authority limit- 
ing credit. 

Short remarks. 

the reverse side the Current Form recorded: 

Customers terms. 

Payment record. 

High credits extended. 

Short comments. 


How System Works 


With this form have use for tabs any other 
warning signals either grade the risk involved each 
account, remind revise our file. The current 
credit status each customer constantly before 
all times, because our Current Form automatically 
revised soon our credit agencies are possession 
new piece information. This possible because our 
firm receives credit reports from Special Service De- 
partments two our credit agencies. credit 
agencies have Special Service available for the apparel 
industry, and includes, addition the regular credit 
reports, statement recommendation. For example, 


| 
the 
the 
an 7 
the 
edit 
vho 
and 
ves, 
ure. 
nan 
ives 
vell 
een 
gis- 
and 
as- 
nge 
ing 


FIVE YEAR FORM 


ALSO KNOWN FIRST ORDE 
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PORATION 


LAST ORDE! 


REFEREnces 
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Brooks Manufac:tu 


RECOMMENDING 


RATING | RA 
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proportion with net 


continues to be out of line with net worth. 


PREPanto ey BRABENDER 
INDIANAPOLIS. IND 


COMPARATIVE RATIOS 


4 WET SALES TO 
INVENTORY 
MET WORKING CAPITAL REP 
SY INVENTORY 07.7 
. INVENTORY COVERED BY 
67.1 


CURRENT DEST 
83.7 | 77. 


TURNOVER OF 


WET WORKING CAPITAL 4.7 


"FIRED ASSETS TO 


TANGIBLE NET WORTH ACCOUNTS RECEIVABLE 


NOTES. TRADE ACCEPT RECY. 
CURRENT DEBT TO 


TANGIBLE NET WORTH INVENTORIES 


NET WORKING CAPITAL REP 
FUNDED DEBTS 


AVERAGE COLLECTION PERIOD 
TURNOVER OF 
TANGIBLE NET WORTH 


TOTAL ASSETS 


NET PROFITS ON NET SALES 


NET PROFITS OWN 
TANGIBLE NET WORTH 


NET PROFITS ON 
WET WORKING CAPITAL 


CURRENT ASSETS 
TO CURRENT DEST 


TOTAL DEBT TO 
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court o1scounT stow 
unsaTis- on 30 To 60 
DICTION FACTORY prompt on mone Factory 


Front Side 11” 
Record Card 


Cosmetic 


COMPOSITE TREND GENERAL CREDIT RATING 


— 


Total debt out of 


1/31/39 loss working capital due investments fixed assets. Proportion total 


COMPARATIVE FINANCIAL STATEMENTS 


Reverse Side Five 

Year Record Card Show- 

ing Ratios and Compara- 
tive Statements 


NET PROFIT 2,048 1 66 4) 
TANGIBLE NET WORTH h1z983 114549 


from the credit agencies either recommending not rec- 

ommending the transaction. 

Although these recommendations play active part 
our system, certainly not permit the credit 
agencies act our credit department. dol- 
lar’s worth credit accepted our business the re- 
sult our own decision based our own analysis. 

subscribing Special Service, however, the Special Ser- 


vice Departments’ reputations are stake and believe 
our accounts are followed more closely than under ordi- 
nary service. 

When clearing, for example, credit transaction in- 
volving $1,000 line credit, the amount posted 
the front side the Current Card together with the 
date the report. the customer not recommended 
all notation that effect page 42) 
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argue out with 
Income Tax People 


there clear and sound accounting base under- 
lying the operation the whole business. 


And because knows the value skill and ex- 
perience his own field, the certified public ac- 
countant, auditor, comptroller does not just say, 
worth insurance, asks for and 
gets the advice and full services expert pur- 
chasing agent the complex insurance field, like 
himself expert middleman. worries about 
uncovered risks that might wreck business. 


Because believe thoroughly the services 
expert middleman, whether certified public 
accountant, insurance agent broker, refuse 
accept business direct because not the interest 
the Company the assured so. When you 
buy National Surety Fidelity Bonds, Surety Bonds, 
Burglary Forgery Insurance through your local 
insurance agent broker, you deal with customer 
and friend who fellow member and supporter 
the American Business System. 


the time year that most men wish they 
had the services competent accountant 
help straighten out the unorganized personal book- 
keeping which makes income tax blanks such 
problem. And every practical business man knows 
that the knowledge and advice the expert ac- 
countant worth what costs many times over. 


Modern business raises many tax and legal prob- insurance company directed the certified public 
lems which call for the advice and services your city. 


cialists these fields and can only solved when 


NATIONAL SURETY CORPORATION 


VINCENT CULLEN, President 


~ | 4 
é 
> 


Commercial Aspects Toronto 


Interesting Data About Convention City 


Robert Webber, Financial Editor, The Evening Telegram, Toronto 


taken many long strides Trade and Commerce since 

those days when was known “Muddy York,” 

the pioneer settlement Upper Canada. 1799 
there were two storekeepers Toronto—and both 
them were giving their shops. The first advertisement, 
appearing 1799 stated that one, Evean Eveans 
and habit maker London” was ready meet customers 
room William Willcock’s building—and the same 
Mr. Willcocks had Kingston ale for sale barrels. Early 
1800 grain was being milled the Dan and Humber 
rivers and strong drink, necessity the day, was being 
manufactured number stills. 

From this modest beginning, Trade and Commerce has 
flourished until to-day domestic commerce amounts 
some $800 millions annually some 20,000 stores. 

Employment fairly stable. This partly the result 
secondary production being emphasized more than the 
heavy industries. Consequently wages not drop 
quickly times depression—and course they recover 
somewhat more slowly when good times come again. The 
position the city’s finances excellent with its bonds 
ranking with the best investments Canada. ‘Taxes, 
however, weigh heavily institutions the central part 
the city. The tendency get out the city proper 
suburban areas. the high rental districts, downtown, 
there has been number old buildings pulled down 
and, instead new buildings being erected the site, 
the area has been changed into parking lots. 


Toronto, capital city the Province Ontario has 


Expansion Since World War 


The commerce and finance the city has shown steady 
expansion since the last war, being hit somewhat less 
heavily the years the Great Depression, than other 
areas Canada. Now the future obscured another 
war which the Empire engaged. Exactly what that 
will mean the city, one can fortell. The situation 
well summed the President the Goodyear Tire 
and Rubber Company submitted shareholders couple 
weeks ago. The President says incidence the 
war brought many new and unusual problems, par- 
ticularly the one increased cost raw materials and 
operations well the prospect increased taxation. 
This makes submit any accurate forecasts 
prospects for 1940.” Taxation pay for the war 


effort, course, bulks largely the difficulties. City 
taxes are high, new corporation taxes has already been 
imposed the Provincial government this year, and the 
federal government must raise huge sums which 
carry the war effort. 

Later will endeavor give more specific analysis 
the financial and commercial outlook gathered from 
the opinions the leaders finance and industry, but 
first will examine the structure which the com- 
merce, finance and industry the City Toronto 
based. 

Toronto the second city size and the leading in- 
dustrial city the Dominion Canada. situated 
the North shore Lake Ontario, the Province 
Ontario, and the financial, commercial, and educational 
centre the Province. One third the buying power 
the Dominion Canada concentrated within hun- 
dred-mile radius the centre the city. 


Two Divisions Province 


The Province Ontario divided into two main 
geographical divisions, southern and Northern Ontario. 
Southern Ontario, lying along Lakes Huron, Erie, On- 
tario and the St. Lawrence river thickly settled and 
highly industrialized. Northern Ontario, comprising 
vast but sparsely settled area, contains the gold and nickel 
mining camps, and the big gold mines Northern On- 
tario proved great economic importance the 
Province the depression years when gold was the only 
commodity that was demand the world markets. 

The population the city some 650,000 with about 
200,000 more people living immediately contiguous 
suburban areas. The population 80% Anglo-Saxon 
origin. Normal temperature ranges from high 
low during the summer months. Its area 
17,176 acres and has average altitude 296 feet. 

There are 2,000,000 consumers concentrated within 
100 miles the chiefly important in- 
dustrial centre and has been very successful attracting 
the plants companies origin beyond the boundaries 
the country. There are 400 United States and British 
companies operating within the boundaries. 

The slaughtering and meat packing industry leads all 
the rest the gross value the products over $43 mil- 
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annually, and the capital invested amounting 
$22 millions. There are plants giving employment 
over 2,700 employees and providing payroll over 
$3,600,000 year. 

The greatest number employees any industry work 
the women’s and factory clothing industry which 
over 5,600 find employment. The annual payroll just 
under millions annually, there are 208 plants with 
invested capital millions and gross value prod- 
ucts annually $15 millions. 


Printing Industry Leads 


The industry with the largest payroll the printing 
industry. The payroll printing and bookbinding 
amounting $514 millions, distributed among 4,500 em- 
There are 302 plants with $15 millions capital 
and invested and gross annual production $14 mil- 
lions. addition there are printing and publishing 
establishments with $12 millions capital invested, 4000 
employees, payroll millions and annual gross 
production $18 millions. 

The electrical apparatus industry has gross production 
$26 millions annually; Biscuits and confectionery $18 
millions; Machinery $13 millions; Bread 
bakery products $12 millions; Men’s factory clothing 
$11 millions and Rubber goods $10 millions. The above 
figures are for 1936 and 1937 which are the most recent 
available for separate industries. While the industries 
mentioned above not exhaust the list, they are the 
most important the city’s industrial life and account 
for over 1000 manufacturing plants large and small. 

1936 the total value manufactured products 
amounted 417,724,888 from 2,762 plants giving em- 
ployment 89,056 people and providing payroll 
over $102 millions. 

These industries receive their electric power from the 
publicly owned Hydro-Electric Power Commission 
Ontario cost. The average cost alternating-current 
power the consumer $23.95 per horsepower year. 

One reason that large number United States com- 
panies have established plants Toronto not only for 
the domestic market but because the fact 
the reciprocal agreements with various countries within 
the British Empire, Canada has the benefit preferential 
tariff advantages for her exports. Chief these outlets 
the United Kingdom (England, Scotland, Wales, and 
Northern Ireland) which accords free entry products 
Canada while non Empire goods are dutiable from 
per cent per cent. Other important Empire coun- 
tries which grant tariff preferences Canadian goods 
are Australia, New Zealand, South Africa, British West 
Indies, and The Irish Free State. Canadian content re- 
quirements qualify for these preferences varies from 
25% 75% labor and materials. sales tax levied 
the sale goods manufactured Canada when ex- 
ported. Special freight rates are granted from Toronto 
the Atlantic and Pacific sea ports. 

The effects the war are shown the new industrial 
companies established Toronto during 1939. There 
were these. Seven were Canadian companies and 


three from the United States. One was from Czecho- 
Slovakia and Austria, one from Hungary, one from Ru- 
mania, and one from Yugoslavia and Hungary. 


First Insurance 


financial centre Toronto ranks first insurance 
and the financing mining companies, rivals Montreal 
Bonds, has the largest stock Exchange the Dominion, 
and the head office two the big five banks and 
two others Canada’s ten Chartered Banks. There are 
257 branch banks Toronto and bank debits 1939 
were $10,173,866,946 compared $10,428,035,428 
1938. Bank debits for Montreal, the largest city 
Canada from the point view population were 
759,472,109 1939 and $9,005,746,968 1938. 

The local stock exchange claims the second largest 
exchange the American continent and rivals the big 
New York Exchange number shares traded. The 
comparison, however, fails take into account that there 
are many mining stocks traded the local exchange 
which sell for only few cents and the average price 
stocks the local market far below that the stocks 
traded New York. There are 516 issues and 
864 shares listed the Toronto exchange. Total value 
these shares $5,044,323,086, average $7.09 
share. 

Over 200 freight and passenger trains arrive and leave 
Toronto daily and approximately 2000 trucks operate 
from Toronto outside points. $40 million harbor 
provides facilities for Great Lakes navigation and tonnage 
the port some million tons per year. The street 
transportation system owned the city. Main lines 
both the two transcontinental railway systems pass 
through the city and the Temiskaming and Northern rail- 
way goes North through the mining country James 
Bay, although the northern miles this line has been 
abandoned because the volume was far below 
paying for the cost operation. The road important 
for the first six hundred miles and has helped make 
Toronto one the largest mining distributing centres 
the world. The mines Northern Ontario produce 
well over $200 millions annually, over $100 millions 
being produced the gold mines, $50 millions nickel 
and $30 millions copper. 

There sea plane base for air transportation the 
mining fields and five air lines. The Trans-Canada 
lines and four American companies are negotiating with 
the object view hooking Toronto with main 
United States centres. 

Indices local buying power show automobiles, 
and telephones for each 100 people. Annual postal 
revenues per capita $12.03; annual import revenues 
$29.46; annual income taxes $40.55 and annual retail 
sales $586. 

The tax assessment $974 millions; net debenture 
debt $140 millions; net public Utility debt $62 millions; 
net tax debt $77 millions. Per capita debt $120.22; 
per capita tax levy $54.32; taxes unpaid 14.6% and ac- 
mumulated tax arrears per capita are $11.31. 1938 
there were 57,252 people relief. 
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retail trade last available figures are for 1930 when 
total stores was 8,725; salaries and wages 
amounted $46,411,100; total sales $372,682,900, 
and the number employees? 
amounted $700 millions. 


Two Large Store Chains 


The chief buying office Canada’s two largest De- 
partment Stores, The Robert Simpson Company and the 
Eaton Company, situated Toronto, and also the 
head office the country’s largest chain store systems, 
including Loblaws, Limited, which has United States 
Subsidiary Loblaws, Incorporated, and Dominion 
Stores, which has large share ownership the United 
States. 

war measure, the free flow capital from Can- 
ada the United States has come under the super- 
vision The Foreign Exchange Control Board. One 
its chief functions preserve capital Canada and 
prevent from being dissipated speculative other 
unessential uses abroad. 

The Board has announced that visitors from the 
United States will not hindered any way, and the 
trade Canada with the United States has not been ad- 
versely affected regulation the Board. Local busi- 
ness men report that difficulty has been encountered 
obtaining the necessary permits procure foreign ex- 
change for the transactions normal business. 

The largest company engaged the packing business 
Canada Packers, merger four local companies 
1927. These companies were losing money the time 
the merger but Canada Packers has become strongly 
entrenched the twelve years its existence. Last 
year total sales were $77,225,732, from total tonnage 
800,763,592 pounds, giving net profit the com- 
pany $1,238,736. The reduction duty cattle 
going into the United States cents pound 1938 
helped the Canadian packing industry prosper. The 
British bacon quota conferred 1933 helped the indus- 
try and the coming the war has caused keen demand 
for Canadian bacon. Swift Canadian Co., subsidiary 
the Chicago firm, also have large packing plant 
Toronto. 

Largest company the electrical equipment industry 
Canadian General Electric Company, which manufac- 
tures complete line electrical equipment for house- 
hold use and machinery for the mining and pulp and 
paper industries. Exclusive manufacturing and selling 
rights are held all products the parent company, 
General Electric Co., and the Allis Chalmers Manu- 
facturing Company. Net profits the company have 
dropped below million only two years since 1925 
and have reached high $3,765,798. 

the Rubber Goods industry, there are four big com- 
panies operating Toronto. One Canadian com- 
pany, one, the Dunlop Company, controlled Great 
Britain, and two, Goodyear and Sieberling, are controlled 
the United States. The largest these the Good- 
year plant, situated the suburban area New To- 
ronto. has annual capacity million tires and 
net profits the last five years have ranged from $1% 
millions year over $2% millions. The Canadian 
Goodyear Company has built export trade with 
almost every country the world. President re- 
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ports that these export markets are increasingly 
hold. 

Toronto’s two big departmental stores compare 
vorably with the larger departmental the large 
United States cities. Assets the Robert Simpson Com. 
pany total more than $25 millions and the 
Company equally large but not public company 
and, therefore, publishes annual report. 

Dominion Stores, the big chain store system, has not 
been very successful recent years. Currently its grog 
sales run between $18 millions and $20 millions annually 
but has reported deficit net earnings three 
the last five years. This deficit reached $610,342 
1935. There was small profit 1937 but deficit 
$149,112 1938. For the five years preceding 
the company showed annual net profit over 
million dollars year. Considerable work has been done 
recent years weeding out unprofitable stores and 
the number these retail outlets have been reduced 
541 1935 current number 464. United States 
residents total 44.68 per cent the company’s 
holders and they own 31.87 per cent the stock. 

Loblaw, the Canadian owned chain, have gross sales 
around $23 millions year. Net profits average well 
over million dollars year. operates 113 stores, 
which are situated Toronto and also has sub- 
sidiary company, Loblaw Groceterias, Inc., which oper- 
ates stores New York and Pennsylvania. 

Executive offices the two largest gasoline 
ing companies are located Toronto. The larger 
these, Imperial Oil Company, controlled 
Standard Oil Company New Jersey and numbers 
among its larger subsidiaries the International Petroleum 
Company, engaged the production crude oil South 
America. Imperial seven refineries are located 
across Canada but British American Oil Company has 
two its five refineries located Toronto. 


Massey-Harris Company 


Massey-Harris Company, implement manufacturers, 
world-wide company with head offices 
plants Toronto. has assets $35 millions. 
the war started its German assets were written down 
from $682,586 one dollar. The company was big 
producer munitions the last war and has started 
working shells for the British government this war. 

The expected increase war business Industrial 
Toronto, the rest Canada, was slow getting 
underway. Business appeared expanding fairly 
rapidly the New Year got underway, however, and 
the broad outlook seems favor further expansion. Be- 
cause its industries, Toronto should secure large 
share war orders, and there prospect for grow- 
ing volume war time expenditures both the Cana 
dian and British governments. The Dominion’s 
outlays are presently placed $375 millions during the 
first year the war, and the British government’s 
chases have recently been placed $400 millions $500 
millions for the same period. this connection 
interesting note that Canadian exports Britain 
the twelve months prior the war amounted $340 
millions. Business activity February stood close 
the recovery peak 1937. manufacturing 
groups were conspicuous the business improvement. 
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(redit Congress 
Groups Are Now 
Forming Programs 


the Toronto Credit Congress are 
moving forward rapidly. Prelim- 
inary programs already scheduled 
promise make this year’s Meetings 
most interesting and constructive. 
Those attending the Credit Con- 


Plans for the Industry Sessions 


gresses have two interests, one relating 


chiefly problems within their Indus- 
try, and the other general business 
and economic questions. The general 
topics are usually well covered the 
full sessions the Credit Congress. 
Thus, Chairmen the various Indus- 
try Committees are planning their Pro- 
grams meet the individualized in- 
terests and needs their respective 
Industries. Ample opportunity will 
afforded everyone attendance 
present his particular questions and 
troubles for the consideration and sug- 
gestions his fellow workers. Surely 
this will make for greater interest and 
value the meetings. 

Members the Canadian Credit 
Men’s Trust Association, Ltd., are 
planning active participation the In- 
dustry Meetings. member the 
Canadian Association will serve 
Vice-Chairman each Industry Com- 
mittee. This close contact and the re- 
sulting exchange views will prove 
extremely interesting and worthwhile. 

Following are recent additions 
Committee personnel and brief outlines 
few programs already tentatively 


scheduled. 


AUTOMOTIVE AND 
PETROLEUM SUPPLY 
WHOLESALERS 

Chairman Fields, Central 
Rubber and Supply Co., Indianapolis, 
Ind., announces the following topics 
which will presented his Indus- 
try: Our ‘Traveling Repre- 
sentatives’ are Longer Called Sales- 
men” (By Sales Manager) Was 
Credit Man,” (By Salesman) 
“Should the Salesman Accompany the 
Manager Collection 
“Getting the Money and 
Making them Like It” symposium 
the various methods used mem- 
bers—display form letters, 


completed new glass front 
wrecked. The building 


was covered insurance 


Because Your Insurance Agent 


Suggested Structural Glass 


should insure that glass building front,” 
the agent said. don’t see why,” you replied, 
“nothing can happen You were hard 
convince. You’re thanking him today—for some- 
thing did happen. The glass front being re- 
placed the G.—and you don’t have 
pay the bill out your own pocket. 


throughout the country. He’s touch with 
countless business and personal insurance prob- 
lems. It’s his job help you. Look him 
the phone book, and give him call, today. 


your Agent Broker you would 
your Doctor Lawyer” 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which affiliated 
FIDELITY GUARANTY FIRE CORPORATION 


HOME OFFICES: BALTIMORE 
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Why Inspectors Study Credit Methods 


Special Reporters Seek Customers’ View Point 


Charles King, Director Sales, Hooper-Holmes Bureau 


Qualified credit executives, accredited insurance un- 
derwriters, successful agents and brokers, rising 

bank clerks, enterprising factory superintendents, and 
others the business world who know their jobs 

are found engaged courses study enable 
them their jobs better and prepare them 
bigger jobs. Just so, inspectors and clerks, managers, 
assistant managers, chief inspectors, and contact men 
salesmen the Hooper-Holmes Bureau are found 


nine months the year engaged studying the inspec- 
tion business through organized educational program. 
Practical, competent inspection persons now know their 


jobs well enough realize that they don’t know all 
there know; and they earnestly want delve into 
the fundamentals inspection service for their own in- 
dividual improvement and for the improvement 
spection service the ultimate best interests report 
buyers. 
The work the inspectors limited getting ac- 
curate information and setting forth intelligible 
report form. Superficially would seem that definite 
answer specific question could found readily 
enough eventually persistent inquiries were made 
likely sources information. This true de- 
gree. However, seems patent that inquiries would 
automatically more intelligent and exhaustive pro- 
duce complete information the inquirer inspector 
were know why the information was required and the 
purpose which was serve. This not intended 
imply that inspectors need first qualified credit 
executives; but does imply that inspectors might well 

absorb that portion the credit executive’s point 


view requisite intelligent approach the inspec- 
tion task. 


Educational Fundamentals 


the Executive Office the Bureau was recog- 
nized that method instruction tell somebody 
direct another seeking information which ought 
have, and assist him clarifying and classifying that 

information. was further recognized that person 
gets out enterprise pretty much 
what puts into that enterprise; and that good plan 
was have inspectors tell first what they know about 
credit from the inspection point view and what they 
can find out their own initiative. 

the Executive Office the broad subject credit 


was broken down into its logical topical sub-divisions 
follows: 


Credit—Definition. 

Character—A Credit Element. 

Capacity—A Credit Element. 

Capital—A Credit Element. 

Conditions—A Credit Element. 

Credit Experience—Selection and Evaluation 
Information sources when reporting 
Proprietorship, Firm, Corporation, and mis- 
cellaneous organizations. 

Credit Experience—Selection and Evaluation 
Information sources when reporting 

Financial Statements. 

Credit 


Bibliography Announced 


order that participants the educational program 
might some research work short bibliography 
credit subjects was broadcast within the Bureau organi- 
zation. 

Then each topic was announced and participants 
the educational program have one month which 
prepare articles for the monthly deadline. 

Knowing that inspectors work very hard and there- 
fore are entitled incentive extra work 
educational program, Bureau Officers made the prepara- 
tion articles competitive venture for money prizes 
awarded each month. 

Upon receipt the articles the Executive Office 
the respective monthly deadlines, 
year, the quantity articles divided into batches for 
critical study our junior officers, the 
visors. Upon these junior officers rests the responsi- 
bility grading the articles terms model compo- 
sition which has been previously secured from 
thority the credit field, has been prepared the 
Executive Office collaboration with authority 
the credit field. (Incidentally, the articles 
ceived the Executive Office are not signed but carry 
identifying card which detachable. number 
placed the identifying card and the same number 
placed the article. The readers, then, not know 
the authors whose papers they read.) The graded ar- 
ticles are then returned the Executive Office where 
again some instances assistance sought from 
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thorities the credit field order 
pick prize winners from the highest 
graded articles. Ultimately winning 
numbered articles are identified with 
the authors, prizes are awarded and the 
names winners are given our 
whole organization. 

Then the first prize winning article 
authoritative article the par- 
ticular topic printed and distributed 
the entire organization for study, 
assimilation and 

the conclusion the article-writ- 
ing part this program examina- 
tion each topic will given. 


Exhibits Inspection Reports 


Following the examinations final 
job will undertaken which will 
the preparation so-called 
This exhibit will exact history 
standard credit inspection from the 
time the order ticket the hands 
the inspector the time the written 
report goes the client. Every thought 
the inspector, every act his, every 
question asks, every answer that 
given him, every procedure which 


follows will set forth nearly 


can recalled and accurately 
possible. The exhibit will com- 
pleted with exact copy the report 
which goes our client. Money prizes 
will given for the three best ex- 
hibits, best terms obvious truthful- 
ness and completeness. 

The purpose the exhibits will 
learn what done that works and 
what done that does not work. 
accomplish freedom expression 
the part exhibitors names will 
omitted. Symbols only will required 
with office identification. Thus, 
will able write back given 
office from which prize-winning ex- 
will have come inquire who 
adopted given symbol, and only the 
prize-winning exhibitors’ 
ever disclosed. All exhibits will 
carefully analyzed, faults will dis- 
covered inspection technique and ac- 
ceptable techniques will observed. 
The entire organization will given 
the benefit the analysis and periodic- 
ally similar exhibits will called for. 

The educational program credit 
inspection work the third program 
directed the Executive Office the 
Bureau. The credit program follows 
the pattern originally adopted three 
years ago and incorporates minor 
changes which experience has taught 
were valuable inspectors 
work special credit reports. 


The roof blazes. Neighboring buildings are menaced. The 
firemen spring into quick action. Well directed streams control 
the flames limit the damage and loss. 


Credit losses, which consume profits and endanger capital, 
may likewise kept within definite bounds 


American Credit Insurance 


The Credit Executive ships, withholds shipment, precisely 
always according his best judgment. And always secure 
the knowledge that the goods will paid for the American 
Credit Indemnity Co. according the terms the policy the 
debtor pay. There are ten standard forms policies avail- 
able, covering wide variety requirements. 


Investigate American Credit Insurance. See how satisfactorily 
functions settling insolvent accounts and liquidating delin- 
quent accounts. 


American Credit Indemnity Co. New York 
President Chamber Commerce Bidg., St. Louis, Mo. 


Offices all principal cities United States and Canada 


GET THIS FREE BOOK 


Facsimiles thirty vital, resultful letters contributed Manufacturers and 
Jobbers. Cash their experience. Ask for free book: Best Collec- 


tion Letter Ever Used.” Copyright 1940, American Credit Indemnity Co. 
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Groups are now 
Programs 
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DRY GOODS, LADIES’ 

WEAR MILLINERY 
Chairman—I. Gale, Rice-Stix 

Dry Goods Co., St. Louis, Mo. 


DRUGS CHEMICALS 
Chairman—C. Rodriguez, Davol 
Rubber Company, Providence, 


FINE PAPER 
Chairman—Lee Vaughn, Dud- 
ley Paper Company, Lansing, Mich. 


IRON STEEL 

Chairman Woollenweber, 
Wheeling Steel Corporation, Wheel- 
ing, Va., announces the appoint- 
ment Tearney, Inland Steel 
Company, Chicago, and 
Seibert, Steel 
Corp., Pittsburgh, Pa., additional 
members his Committee. Mr. 
Woollenweber also gives these subjects 
which will presented the Iron 
and Steel program: Depart- 
ment Rates ver- 
sus Cash Discount”; “Inventory Con- 
trol Credit Management”; “What 
the N.A.C.M. can for the Steel In- 
and “Influence Earning 
Power Credit Policy.” 


MACHINERY SUPPLIES 

Chairman Ryan, Pratt 
Whitney, Hartford, Conn., announces 
the following Committee: Vice-Chair- 
man, Supply Group—Oscar Iber, 
Iber Company, Chicago, Vice- 
Chairman, Miscellaneous Machinery 
Group—J. Marron, Yale Towne 
Mfg. Co., Philadelphia, Pa.; Com- 
mittee Members: Wm. Siddall, 
Brown Sharpe Mfg. Co., Chicago, 
Swasey Mfg. Co., Cleveland, 
the Grand Rapids Convention, the 
Machinery and Supplies Industry 
Meetings held the distinction hav- 
ing the largest attendance any In- 
dustry. Chairman Ryan reports tenta- 
tive plans for this year’s program are 
well under way and that there every 
indication even greater attendance 
and better program this year. 


PAPER PRODUCTS 
AND CONVERTERS 

Chairman—Ralph Burry, Wayne 
Paper Box Printing Corp., Ft. 
Wayne, Ind. 

list Committee Chairmen ap- 
peared the January “Credit and 
Financial Management”, which with 
the foregoing represents 
ments date. full list will pub- 
lished again next month. the mean- 
time, Chairman does not appear 
for your Industry, communicate with 


“En Garde!” 


Credit Interchange and Industry Serv- 
ice Department, National Association 
Credit Men, Box 1398, Central 
Station, St. Louis, any suggestions 
you have for the coming meetings. 


Ist International and 45th NACM 
CREDIT CONGRESS 
Royal York Hotel—Toronto— 
May 


“North the Border, Canada 
Way” 


The master swordsman maintains sure defense against the quick 


thrust the unexpected moment. 


Likewise, your business should continually guard against 
financial loss from damage claims resulting from injury some 
member the public its property through its operations. 


Public Liability insurance Standard Detroit sure defense 
against this hazard. Your Standard agent broker will help you, 
your clients, plan sound program Public Liability protection 
well coverage for automobile accident, burglary, embezzlement, 


forgery, and similar risks. 


STANDARD ACCIDENT INSURANCE COMPANY 
Standard Service Satisfies ... Since 1884 


When writing advertisers please mention Credit Financial Management 


And the educational program will 
continue slowly but surely, collab- 


oration with clients. Investigation en- 
gages the interest and attention in- 
spectors, managers, junior officers, and 
senior officers who are directly respon- 
sible for inspections and the resulting 
reports. 

The program emanates from the 
Executive Office direction only. 
has found its roots the inspection 
organization which nourishes 
voluntary and interested participation. 
this work lies inspection protection 
for clients. The thinking inspector, 
his mind pointed along service lines, 
doing better job right now, even 
inspections which have not, yet, been 
touched the program. 


Sells the 
The Yellow Pine, not 
Just 


That individual who tells 
“Sell the Sizzle, not the steak,” cer- 
tainly must have been the tutor for 
this “kindling wood” salesman 
who gets 500 cents for 900 pieces 
“just kindling wood.” But listen 
the sizzle this man’s kindling wood 
for which gets more than half 
cent per stick. present this deal- 
er’s sales letter, for wonderful 
example “writing just like talk” 
and besides handles credit problem 
with excellent finesse: 
“Dear Mister: 

“Nothing smells sweet down here 
the pine woods fire started with 
pitch pine kindling which get from 
stumps left after the forests have been 
cut over. And know you would like 
start fires your fireplace with this 
sweet-smelling, quick-lighting kindling 
do. Three little sticks this 
kindling will start fire without paper, 
and you will enjoy having this pretty 
stuff piled your fireplace because 
the faintly spicy freshness gives 
the air the room. 

“This particular kind kindling 
can got only from stumps long- 
leaf yellow pine trees that were from 
seventy-five hundred and fifty 
years old when they were cut and 
which had either been injured during 
growth tapped for turpentine. 
only the stumps these trees that 
the resin has gathered until the wood 
full that the sticks are amber 
color and look waxy. It’s the resin 


these sticks that makes them light 
from match and last long while they 
burn with bright, hot flame. And 
they smell good while burning that 
you think you’re right out the pine 
woods. 

can send you case this kin- 
dling, enough make 300 fires, for 
$5.00. There are about nine sticks 
the bundle and 100 bundles the case. 
stand the freight delivered your 
door. Pitch pine kindling hard 
get, but there tract cut-over 
land down here and it’s got enough 


Since its inception the 
year Lincoln’s Gettysburg 
address, Fireman’s Fund has 
reflected the character its 
rugged founders. During 
its years has met every 
obligation full, settling 
claims. Today assets exceed 
$42,000,000 and policy- 
holders’ surplus $24,000,000 
—evidence ability 


meet future obligations. 


Ask Your Home-Town Agent 


the right kind these stumps left 
for all have pitch pine kindling 
for while. Once you have and 
how easy build fire with 
and how clean and nice 
around, wish I’d told you 
long ago. 

“My little kindling business isn’t 
big that can send you case 
count, but you’ll mail dollar 
sign good faith, I’ll send the 
you C.O.D. for the $4.00, 
can send the $5.00 with your letter, 
That’s the way most folks do.” 
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OBILIZED for your 

security and satis- 
faction, The Hooper- 

Holmes Bureau offers trained 
organization 56,000 men 


and offices the United 
States and Canada whose ser- 


vice accuracy averages 


HOLMES 
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NATIONAL CREDIT MEN 


international Credit 
Congress plans announced 


American credit executives this year will save approxi- 
mately per cent attending the First International 
and 45th annual NACM Credit Congress. The regular 
registration fee $10 will not effect due the 
existing difference between and Canadian exchange. 
Advance payment registration delegates counseled. 
All advance registrations will accepted the rate 
money this year because the per cent 
differential exchange between the two countries. 

Mark your calendar now and plan attend: May 
19—23. 

Less than three months remain before the gavel 
strikes announce the opening the First International 
and the 45th annual Credit Congress the NACM. 
This year’s Credit Congress will co-sponsored the 
Canadian Credit Men’s Trust Association, the Canadian 
counterpart our own NACM. 

Sessions the 1940 Credit Congress will held 
the Hotel Royal York Toronto, “Canada’s incom- 
parable convention city.” Coincidentally with the Credit 
Congress will the 10th annual gathering the In- 
dustry Credit Group sessions. 

All features the convention will held the 
Royal York Hotel—the largest hotel the British Em- 
pire. Complete and modern, the Royal York has rea- 
rate schedule. Full details will announced 
rates. 

Already the local NACM affiliated associations are 
convention committees. Information fur- 
ther available both from your local association 
from Frederick Schrop, The 


ACM, 2100 Merchandise Mart Bldg., Chicago, 


travel restrictions Canada 


there has been outbreak war Europe, 
invo Canada and the British Empire, 
ties will not affect present regulations regarding tourist 


travel from the United States Canada, Leo Dolan, 
Chief, Canadian Travel Bureau 
NACM. 

new restrictions have been imposed, 
imposed, the personal entry tourists from the 
United States into Canada. other words, tourist traf- 
fic may flow freely heretofore across the border be- 
tween the United States and Canada despite the condi- 
tions which have been brought about result war 
Europe. Citizens enemy countries will, naturally, 
subject restriction but these will not affect the 
movement tourists from friendly neutral countries, 
who will continue welcomed they have been 
the past. 

addition, special provision has been made avoid 
inconvenience tourists from United States abroad 
the regulations the Foreign Exchange Control 
Board set the Canadian Government for the pur- 
pose regulating and controlling transactions foreign 
exchange and foreign trade. 


Tourist’s path eased 


the ordinary course trade, licenses for the export 
import goods, currencies, and securities must ob- 
tained. the case tourists, however, they may bring 
into take out Canada, without license, their auto- 
mobiles, personal effects, tourists’ outfits, such as, cameras, 
golf clubs, camp equipment, fishing tackle, guns and 
rifles, etc., and, addition, other goods value not 
exceeding $100 any month. 

may noted that, under the United States tariff 
regulations, residents that country returning from 
Canada may each bring back, free duty, articles 
Canadian merchandise aggregating $100 value 
acquired for personal household use souvenirs, 
provided they have remained Canada not less than 
hours. 

Further, tourist may bring into take out Canada 
amount not exceeding $100 Canadian, United 
States, foreign currency exchange, any one month 
without any permit license. brings more 
than $100, must obtain the time his entry 
Canada certificate Form the amount brought 
in. certificate, which obtained, without charge, 
from the Customs Official the port entry, must 
produced when the tourist leaves Canada and will per- 
mit him take back equivalent amount money 
Canadian, United States, foreign currency ex- 
change. 

other words, tourist may, under the Foreign Ex- 
change Control Board regulations, bring any amount 
money into Canada but may not take out greater 
amount than brought in. The object this regula- 
tion prevent anyone taking out the country the 
proceeds the sales securities other things, which 


may only done under license issued the Control 
Board. 


A 


took jury seven women and five men less than 
fifteen minutes arriving verdict guilty against 
Herman Shaw, Nathan Schlessel and Herman Wernick, 
who had been charged with concealment assets and 
destruction books and records business known 
the Windsor Dress House which was formerly located 
260 West 36th Street, New York City. 

This verdict, which was largely brought about 
investigation made the Fraud Prevention Department 
the National Association Credit Men, cooperation 
with agents the Federal Bureau Investigation, was 
reached the Federal Court for the Southern District 
New York January 25th, which Court Assistant 
Attorney Peter Donaghue vigorously prosecuted 
the charges set forth the indictment. 

Federal Judge Matthew Abruzzo the time 
sentence stated, boys will never learn anything, will 
Look your record: burglary, mail fraud, more 
mail fraud. You just keep trying take other folks’ 
money away from them. All three you are bad boys, 
and since you can’t learn from experience, you will have 
put where you can’t start dozen new phony 
businesses Pennsylvania some other State next 
week.” 

Prior the institution the bankruptcy proceedings, 


Judges for Tregoe Memorial 
Prize Essay Contest are named; 


manuscripts dead-line April 


The fifth annual Tregoe Memorial Essay Com- 
petition, which now under way, will have consid- 
erably increased number essays, according present 


indications. The closing date for receiving all essays 
April 1940. 


Announcement the judges for this year’s competition 
was recently made. The Board Judges will made 
the same individuals who have judged the competi- 
tion previous years. They include: Dr. William 
Steiner, Brooklyn College; Prof. Albert Chapin, New 
York University; William Pouch, Pres., Concrete 
Steel Co. and past NACM; David Golieb, 
Treas., International Handkerchief Mfg. Co. 


The competition divided into two classes: one 
group, students and former students the National In- 
stitute Credit are included. the other Juniors and 
Seniors schools commerce business administration 
recognized colleges universities are eligible. 


Essays are limited 4,000 words and prizes range 
from four money prizes $100 $10, besides six “Hon- 
orable Mention” awards the 1940 edition “Credit 
Manual Commercial Laws.” 


1st INTERNATI 
45th ANNUAL 


Members’ Bulletin 


ONAL 


and 


the Windsor Dress House made assignment, vhich 
time they turned over certain books and records vhich 
were introduced their trial the prosecution. 
ever, the defendant’s former bookkeeper and 
auditor testified that they were not the books used 
the course business. 

Herman Shaw, whose previous record showed 
victions, was sentenced Judge Abruzzo three years 
imprisonment the first two counts the ment 
and two years imprisonment the third count, said 
sentences run concurrently. 

Nathan Schlessel received similar sentence, and Her. 
man Wernick was sentenced term imprisonment 
two and one-half years the first two counts the 
indictment and two years the third. Like the others, 
said sentences are run concurrently. Federal Judge 
Abruzzo complimented Assistant Attorney Don. 
aghue for the method which had prepared and pre. 
sented the case. 

The sum concealed from creditors was said have been 
approximately $22,000, all which had occurred during 
period less than nine weeks. Many the creditors 
the Windsor Dress House have expressed their 


sect 
Credit 


ciation the excellent handling the prosecution vote 


Mr. Donaghue and the sentences meted out Federal 
Judge Abruzzo. 


Credit executive makes 
field work productive 
from contacts 


Recently member reported that had changed his 
system. found that had stayed too close his 
desk. much time had been used “repairing 


leaks” and not enough stopping the leaks 


began travel more and visit his customers— 
both discounters and slow ones. When did this 
found that just naturally had adopt sales view- 
point. found that buyers merchandise were often 
weary contacts with none but salesmen. They had 
many interesting comments that helped him his desire 
understand debtor customer psychology. 


Involuntarily found himself boosting his company’s 
product and service and before knew was 
taking orders for merchandise. This member now 
wouldn’t stay his desk all the time for twice his sal 
has become infected the selling. 


does say, however, that his experiences the 
have helped him better credit executive 
his customer correspondence better. says 
addition selling merchandise and good will has 
lected his past due accounts much more easily. 


Credit Congress 
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Credit ociation affairs 


Pacific credit 
men meet Mar. 28- 
Bellingham 


23rd annual Confer- 
ence Men the Pacific North- 


west, held here March 28-29 
with delegates from credit associations 
Washingion, Oregon, Idaho and British 
Columbia, attendance. The general Con- 
ference will open noon March 
following meeting that morning the 
Northwest Credit Men’s Council. The 


afternoon session the Conf. will de- 
voted series trade group meet- 
ings for the discussion industry credit 
problems. Thursday evening scheduled 
for entertainment program, with 
dance and musical show prepare the 
delegates for intensive program 
Friday. 

Friday morning the Conf. will convene 
and national reputation. Among these will 
NACM Western Division Mgr. Owen 
Dibbern and NACM Washington Serv- 
ice Bureau Mgr. Charles Baldwin, 
Washington, 

special program being arranged for 
the credit ladies who will attend the Conf. 
delegates guests. The Conf. will 
close Friday evening with the annual 
banquet which time NACM Pres. 
Charles Wells, will among the 
speakers. The conclave sponsored this 
year the Bellingham ACM, which 
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Copy deadline 
15th month 


NACM Pres. Wells hails the 
Credit Fraternity Fund 
New York honor luncheon 


New York—With balance almost $10,000 resulting from the proceeds the 
dinner Dec. honor seven past NACM Presidents this area and from 
two anonymous donations, the Credit Fraternity Fund, Inc., assist local unem- 
ployed credit men long experience, was sent further along its successful way 
luncheon Feb. the Hotel Roosevelt here honor NACM Pres., Chas. 
Wells, Pres., John Brittain Dry Goods Co., St. Joseph, Mo. 

The placement work the Fund, was announced Clarence Riegel, General 
Electric Co., and Pres., CMA, will carried through the Credit Fraternity 
Bureau office space supplied the Assn., with Henry Meckauer, retired 
banker, acting Secy. without compensation. 

The bureau will not confine itself placement service, but will publicize the 


problems weighed 


New York dinner 


New York—The relationship trans- 
portation problems and sound credit was 
appraised the Jan. dinner sponsored 
the CMA the Hotel Commo- 
dore. “The Railroads Viewpoint” was 
presented Judge Fletcher, Vice 
Pres. and Counsel, Assn. Ameri- 
can Railroads. the 
was the subject the talk Fairman 
Dick, Dick Merle-Smith. And follow- 
ing the address “Governmental Reme- 
dies” Representative Charles Hal- 
leck Indiana and member the House 
Interstate Foreign Commerce Committee, 
there was open forum discussion. This 
meeting was devoted Point the 
recently announced 10-Point plan for busi- 
ness recovery, sponsored the CMA. 


executives from all parts Connecticut joined the Hartford ACM its 
Jan. meeting, which Governor Raymond Baldwin Conn. was honored guest and featured 


The above view the head table shows r.: Judd, Vice Pres., Hartford 


ACM: Rice, NACM Director, Jackson, Sec., Hartford ACM; Toastmaster 
Pres., Billings Spencer Co., Hartford Holo-Krome Screw Corp. and Treas. Peck 
Co.; Gov. Raymond Baldwin; Lancaster, Pres., Hartford ACM, and Sanford, Pres., 


Conn. ACM. 


creative aspect credit and show how an- 
experienced credit man can safely accept 
orders which younger man with less 
background might decline, Mr. Riegel said. 
Introductions will secured and contacts 
made through the 2,000 members the 
Assn., and special cases made 
work will supplied. 

The Fund will help industry directly, 
Mr. Riegel said, conserving the exper- 
ience and wisdom senior credit execu- 
tives. 

expressed the association’s apprecia- 
tion Edward Addiss, Chairman 
the organization committee the Fund; 
Joseph Rubanow, Vice Pres., Manufac- 
turers Trust Co., Treas. the Fund, and 
John Redmond, Vice Pres., Crompton- 
Richmond Co., Inc., who was Chairman 
the committee arrangements for the 
Dec. dinner. 

Mr. Wells congratulated the Assn. 
its contribution solution the unem- 
ployment problem and asserted that estab- 
lishment the Fund showed that industry 
could solve within itself many the prob- 
lems now puts before the government. 


Campbell discusses 
reciprocal trade pacts 


New York.—Kenneth Campbell, Di- 
rector, NACM Foreign Dept., and 
Foreign Credit Interchange Bureau, par- 
ticipated discussion the value 
the reciprocal trade agreements program 
over Station WNYC Jan. and over 
the network the New York Broadcast- 
ing System Mon., Jan. 22. 


oronto, Canada, May 19-23, 1940 
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women serve 
assn. directors 


Having previously presented account 
those credit women who are presidents 
local credit associations, and also 
prior article those associations having 
this month those women credit executives 
who serve their organizations members 
the local Boards Directors. 

Altogether credit women are Board 
members the NACM local associa- 
tions. This does not take into account the 
many women who hold posts local assn. 
cities, which women are Directors, fol- 
low. 

Albuquerque, M.: Annie Porter, 
Secy.-Treas., Santa Builders Supply Co. 
Also has the distinction being founder 
the Wholesalers’ Credit Assn. New 


Mexico, which she now also serves 
Counselor. 
Boston: Mary Curran, Asst. Treas. 


and Board member well her firm, 
Jones, McDuffee Stratton Corp. 

Bridgeport: Anna May Dean, Secy., 
Bridgeport ACM, who gained much ex- 
perience varied business lines before her 
present post. 

Cedar Rapids: there are two—Nelle 
Crawford and Carolyn Scannell, (and 
Agnes Powers, Credit Mgr., Terry-Durin 
Co. 2nd Vice Pres. Cedar Rapids 
ACM.) Miss Crawford Credit 
Lagomarcino-Grupe Co. Miss Scannell 
with Otis Padley Co. 

Chattanooga: Alma Burkart, 
mother five children and grandmother 
four. 

Chicago: Mabel Wilke, Credit 
Continental Scale Corp.; past Natl. Credit 


Women’s Chairman; Zebrette member 
since organization Chicago Herd, ROZ. 

Cleveland: Lucy Geib Killmer, Secy. 
the Guarantee Specialty Mfg. Co.; past 
Pres. the local CWC 

Ft. Worth: Blanche Lotspeich, Credit 
Mgr., Justin Sons, Inc.; with the 
added distinction being not only member 
but Chairman the local Assn’s. Board. 

Jackson: Catherine Whitmore, 
Bookkeeper and Credit Mgr., Clark Body 
Co., position she has held for the past 
years. (Jackson also served its 
Board Assn. Pres. Bertha Teachout, 
who was included our previous article 
local women presidents) 

Kansas City: Grace Berntsen, Secy- 
Treas. and Credit Mgr., Hoover Brothers, 
Inc.; past Chairman the local CWC. 

Lincoln: Ruth Kamerer, the 
Korsmeyer Co. which she has represented 
the local assn. for the past five years. 

Los Angeles: Alma Appel, Treas. 
and Credit Mgr., Bakers’ Purchasing Co.; 
charter member Alpha and past 
LACMA Women’s Division. 


Omaha: Florence Gibbons, Credit 
Gooch Milling and Elevator Co., 
for the past years. 


Philadelphia: there are two—Harriet 
Russell and Gertrude Tonneson. Miss 
Russell with the Sandura Co.; Pres. 
the local CWC and member, Natl. Credit 
Women’s Exec. Comm. Miss Tonneson 
with the Quaker Oats Co., charge 
credits and collections for the Phila. ter- 
ritory; Past Pres. local CWC and former 
member the N.C.W.E.C. 

Phoenix: Phila. there are two— 
Alma Best, Credit Stuckey Auto 
Supply, and charter member the local 
assn.; well Polly Moyer, Credit 


Allison Mfg. Co., Assn. member for 
the past years. 
Evelyn Divine, 


Richmond: Asst. 


Progress report 


Indianapolis—When the Indianapolis ACM Board Directors (above) met 
recently they heard encouragingly good reports about membership gains the local 


Assn. 


The entire Board Directors makes the local membership committee, 


which thus far has one the highest percentages. gains among the local credit 


assns., and well beyond the local quota set the first the fiscal year. 
new credit groups have also been organized during this year. 
credit group work based directly Credit Interchange service. 


Two 
All Indianapolis 


lien service also now available for member use. 
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Secy., Atlantic Varnish and 
Second term Director; also 
local assn’s. Women’s Comm. 


Co. for years; also Treas. Prize 


Falls ACM. 

And last, but not least, 
Weir, Office Mgr. and Credi 
Utica Office Supply Co.; was fir-t 
local CWG. 


Arbitration Year 
sponsored NACM 


dramatize the role that 
has played the maintenance commer. 
cial peace the western hemisphere, the 
American Arbitration Association, cop. 
junction with the National Association 


award 
tute 


Credit Men and other trade 
sional groups, has launched “1940 Cred 
tion Year the Americas.” held 
Co-sponsor the general the Feb. 
Inter-American Commercial Hen: 
Commission which maintains tribunals catio 
throughout the Americas for the settlement 
trade disputes between business men Oil 
gaged inter-American commerce. tion 
The Arbitration Year program, which 
Mr. Thomas Watson, Pres., 
tional Business Machines Corp., 
man, will centered around anni- 
versaries which fall due this year. Fore. 
most the 20th birthday the passage Det 
the first modern Arbitration pro 
America. Passed 1920 the New York 
State Legislature, this statute made agree- 
ments arbitrate future disputes binding out 
all parties contract. This Act was 
the greatest single stimulant the his 
ing the American Arbitration Associa- 
tion 


Fully per cent all 
mitted arbitration originate from the use 
arbitration clause which parties 
contract agree, advance, settle their 


claims out-of-court. Since the passage 
this New York act, additional 
have included similar provisions their 
codes law. 

marked special events include: 


(a) 50th Anniversary the Pan Amer- 
ican Union, sponsor the Inter-American 
Commercial Arbitration Commission, 
1933. 

(b) 15th Anniversary the 
the Federal Arbitration Law. 

(c) 40th Anniversary the 
ment the Permanent Court 
tion The Hague. 

(d) 20th Anniversary the 
Arbitration the International Cha nber 
Commerce. 

(e) 125 years peace 
United States and Canada which 
tration substitute for war 
important role. 

Climaxing the series events 
for the coming months will the nation- 
wide observance Pan 
tration Day April 11. That dat: has 
designated the Pan 
American Union and was announced 
week Dr. Leo Rowe, its Director- 
General. (Continued pag: 
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LAST CALL! 


for submitting essays 
the annual Tregoe Memorial 
Prize Essay Contest April Two 
$100.00 prizes and other cash and book 
Details from National Insti- 
tute Credit, One Park Ave., 


Credit \ien’s Assn. Eastern Pa. was 
held the Bellevue-Stratford Hotel 
Feb. and featured talk Carl 


NACM Director Edu- 


cation, the subject “Credit Management 
Oil Corp., and Chairman the Associa- 


tion’s Educational Committee presided over 
the meeting. 


Detroit: 


Harry Offer, 2nd Vice Pres. the 
Detroit ACM, who very active the 
promotion Public Utilities Group 
session for the forthcoming NACM Credit 
Congress Toronto, was recently singled 
out for recognition his firm’s monthly 
magazine which published 
his picture together with that number 
others the Collection Bureau the 
Detroit Co. 


Rochester: 


The annual Ladies’ Night the Roch- 
ester ACM was held Feb. the Oak 
Hill Country Club and featured 
bination Leap Year Party and Sadie Haw- 
kins Dance. The program began with 
cocktail hour and included dancing, 
entertainment, buffet supper, well 
stunts and prizes. 


Addressing members the Foreign 
Trade Division the Chicago ACM 


their jan. meeting, Frank Williams, 
Commercial Attache Tokio de- 
clared that business men both Japan 
and are anxious that unrestricted 
trade 


lations continue without interrup- 
tion, oncerning Japanese imports, Mr. 


declared that Japan has been 
securi from the per cent its 
raw per cent metals, per cent 
per cent machinery, per 


cent and parts, per cent 


products and per cent its 
for Japanese exports, Mr. 


asserted that such exports consti- 
tute important source the foreign 
Japan requires purchase the 


Taw essential its industrial 


Worcester: 


The Feb. dinner meeting the Wor- 
cester County ACM was jointly sponsored 
the Worcester Retail Credit Assn. and 
heard discussion “The New Bank- 
ruptcy Act” Daniel Lincoln, Referee 
Bankruptcy. program entertain- 
ment followed the talk Mr. Lincoln. 


Minneapolis: 


“Federal Control Insurance” will 
the major topic the mid-year meeting 
the Minnesota Assn. Insurance 
Agents held here Mar. 7-8. Among 
the speakers, who will discuss various as- 
pects insurance before the expected at- 
tendance 650 local agents, will 
Moran, NACM Central Division 
Mr. Moran’s talk will cover insurance 
its relationship credit management. 


Charleston: 


The members the Charleston ACM 
joined with the members the Charleston 
Retail Credit Men’s Assn. and the Tri- 
State Credit Adjustment 
Huntington, joint meeting the Ruff- 
ner Hotel hear Charles Baldwin dis- 
cuss, “Highlights the Washington Sit- 
uation.” Mr. Baldwin Manager the 
NACM Washington Service Bureau and 
Secy. the National Legislative Comm. 
The talk was followed program 
entertainment and nominations 
for the ensuing year. 


comm. 


Detroit: 


The Detroit ACM held joint meeting 
Feb. with the Detroit Chapter 
the American Institute Banking and 
heard debate between the Detroit and 
Cleveland Chapters “Resolved that the 
Federal Government Should Regulate and 
Control Consumer Credit.” 


South Bend: 


The problems selling and their rela- 
tion credit were presented talk be- 
fore the South Bend ACM its Feb. 


meeting the Oliver Hotel Scott 
Fletcher, Sales Studebaker Corp. 
This supplemented the previous month’s 


discussion which was concerned mainly 
with the credit phase credit-sales rela- 
tionship. 


Louisville: 


Two outstanding insurance experts ad- 
dressed the Feb. dinner meeting the 
Louisville CMA the Brown Hotel. The 
first speaker was Edward Delano Lawson, 
Manager, Western Marine Dept., Fire- 
man’s Fund Insurance Co., Chicago, whose 
subject was “Give Credit.” The sec- 
ond Spencer Welton, Vice 
Pres., Massachusetts Bonding 
ance Chicago, who discussed “Tighten- 
ing Your Business Fences.” The meeting 
was arranged the Insurance Committee 
the local assn., which also invited mem- 
bers the Louisville Board Fire Under- 


writers, the Kentucky Society Certified 
Public Accountants and the Louisville 
Chapter the National Assn. Cost Ac- 
countants. 


Kalamazoo: 


Because the great success last 
year’s “Legal Quiz” meeting, the Credit 
Assn. Southwestern Mich. scheduled 
another Feb. which the Quiz- 
master was Attorney Jacob Dalm. Mem- 
bers participated the meeting sending 
advance list three four questions 
concerning business law. 


Newark: 


The cost operating credit and col- 
lection department the subject sur- 
vey planned the New Jersey ACM. 
credit forum the subject was held 
Jan. and Feb. and another expected 
held the spring. Both the ACM 
and the Newark Chapter, NIC, will 
greatly interested learning the results 
any similar studies any other associa- 
tions chapters, trade groups which 
are concerned with the cost operating 
credit and collection department. The ques- 
tionnaire form being used the 
ACM available from Wm. Whitney, 
Assn. Secy.-Mgr., Branford Place, 
Newark. 


Oakland: 


attractive 36-page pamphlet was is- 
sued recently the Wholesalers Credit 
Assn. Oakland, Calif., the occasion 
its 15th anniversary, and contains re- 
port association activities, well 
roster membership and illustrations de- 
picting activity various bureaus which 
are part the association offices. The 
Oakland Assn. was inaugurated Nov. 
17, 1925 response call issued 
Harry Harding the Oakland Bank. 
The Constitution and were 
adopted Jan. 1926 and the organization 
began its existence with members. 
now 15th size among the NACM 
iated units. Osburn the American 
Brass Copper Co. the present assn. 
President and Thomson its Exec. 


Syracuse: 


The Feb. dinner meeting the Syracuse 
ACM featured “Manufacturers’ and Retail- 
ers’ Night” with two guest speakers ap- 
pearing under the joint auspices the local 
Assn., Syracuse Credit Bureau and the 
Manufacturers’ Assn. The first speaker 
was Allen Ottman, Bausch Lomb, Roch- 
ester, Y., whose subject was “Planning 
Business Operations Through Sales Fore- 
casting,” and was followed Theodore 
Lemm, Pres., Syracuse Credit Bureau, 
whose subject was “Credit and the Retail 
Merchant.” 

Scheduled for the dinner meeting 
March Dr. Peter Drucker, who 
will discuss “The International Crisis and 
American Business.” Dr. Drucker finan- 
cial correspondent for several British news- 
papers and the author many books 
and magazine articles. 
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the Los Angeles office. 


Howard the Credit 
Mgr. Standard Oil Co. this city, 
John Jesse who has been pro- 
moted Asst. Mgr. the Resell Dept. 
the 

Press the new Office Mgr. and 
Credit her firm succeeding Edith 
who now serves the firm 
Auditor Tax Consultant. Mrs. Strom- 

ati—C. Isekeit, who for 
years been employee the Lunken- 
heimer here, the past which 
has the capacity Asst. Treas., 
has Director the company 
and elevated the office Treas., 
which was filled long our 
beloved ‘riend and past Vice Pres. the 
NACM, Bradford. 

Otto, Comptroller, Wahl 
has been elected Treas. suc- 
ceed \V. Brigham resigned. 

Wilson, who has been 


the Credit Dept. the Cudahy Pack- 
ing Co. Memphis, Tenn. for some time, 
has been returned the St. Paul office 
Credit succeeding Vanderham 
who has been transferred the head- 
quarters the same company 
Chicago. 


Newark—Ralph Crum has been elect- 
Pres. the United States Trust Co. 
this city. 

Dal Hitchcock receiving congratula- 
tions his election the Treasurership 
The Tung Sol Lamp Works, 


Cincinnati—Ralph Holste, Central Trust 
Co., has been elected Asst. Vice Pres. 
Mr. Holste has been Chairman the 
Bankers’ Group the Cincinnati ACM. 
Albert Goering, Ideal Packing Co., 
was named Pres. succeed Mr. Hauck 
who has been made Chairman the 
Board. Mr. Goering has been one the 
leaders the Food Jobbers and Meat 
Packers Group the Cincinnati Assn. 

Torbeck, Chatfield Paper Co., has 
been made Treas. fill the vacancy 
the death Mr. Shield. 
Herbert Lemke, Asst. Credit Mgr., Sher- 
Co., has been promoted and 
moved Cleveland where will con- 
nected with the Treasurer’s office the 
same company. Monks has been pro- 
moted succeed Mr. Lemke the Cin- 
cinnati Asst. Credit 


Williams, former 
Vice American Chain Cable Co., 
has appointed Gen’l Mgr. the 
John Roebling’s Sons Co., whose head- 
are this city. 


require broad business ex- 
supplemented specialized 
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knowledge? such 
posts as: Asst. Treas., Asst. Sec., Office 
Mgr., Accountant. Advocate Credit— 
Sales interdependence. Knowledge includes 
finance, corporation procedure, investments, 
taxes, advertising, real estate. Age 32, 
married, college graduate. For further in- 
formation and details write Paul Haase, 
Associate Editor, Credit 
Park New York, 


Management, 


Richard Baden 


Baltimore—Funeral services for Richard 
Thompson Baden, 72, former president 
the NACM, who died Sat., Feb. 17, his 
home, were held Monday, Feb. 19, 


his residence here with burial 
Ridge Cemetery. The Rev. Don Frank 
Fenn, rector St. Michael’s and All 
Angels’ Church, which Mr. Baden was 
member, officiated. 

Mr. Baden was born Calbert county, 
the son the late Dr. Joseph Baden 
and Mrs. Maria Catherine 
Baden. His adult life was spent busi- 
ness Baltimore. was member for 
many years the firm Holland, Baden 
Co. 

was deeply interested the activities 
the Baltimore ACM, serving chair- 
man various committees and direc- 
tor. was president the local organi- 
zation from 1918 1920. 

1925 the NACM, its annual na- 
elected Mr. Baden its president. pre- 
sided over the national convention held 
New York the following year. 

Mr. Baden served president the 
Hardware Club Baltimore, and until 
few years ago was member the Mer- 
chants’ Club and the Baltimore Country 
Club. 

Surviving Mr. Baden are his widow, the 
former Miss Elinor Williams Robertson, 
and daughter, Miss Elinor Robertson 
Baden. 


Druid 


Amarillo—The new Chapter got under 
way with course Credits and Collec- 
tions offered cooperation with the Ext. 
Dept., West Texas State College. 
Lee Johnson the instructor. 


Atlanta—The local Chapter has an- 
nounced courses Economics, Credits and 
Collections and Public Speaking for the 
spring semester. 


Cincinnati—During the spring semester, 
this veteran Chapter offering course 
Problems Credit Management with 
Lambert instructor. The opening 
the class was “Credit Executives’ 
and the turn-out was most encouraging. 


Cleveland—The Chapter has been reor- 
ganized and program forum meetings 
scheduled for the balance the year. Dr. 
Felix Held, Ohio State U., addressed the 
first meeting “Credit Function Mod- 
ern American Business.” Howe, 
the Feb. meeting “What the Manage- 
ment Expects from the Credit Dept.” 


Fresno—Chapter activities were inau- 
gurated with course Credits and Col- 
lections. More than registered. 


Indianapolis—The annual 
“Fun” night was held the Riviera Club 
Feb. 13. Courses Credits and Col- 
lections and Corporation Finance are being 


offered the Chapter cooperation with 
Butler 


Los Angeles—Dr. John Parke Young, 
noted educator, author and lecturer in- 
ternational finance, was principal 
speaker the NIC meeting Jan. 25. 
Sanders, Treas., Union Oil Co. 
Cal., was another speaker the program, 
which was one the best ever held the 
history the Chapter. 


Louisville—The Chapter conducting 
course Credit Management coopera- 
tion with the Louisville. Scog- 
gan the local Assn. instructor. 


Newark—A Study Clinic has been or- 
ganized consider the subject “Credit 
Factors the Sales Contract.” new 
technique being tried. Papers are sub- 
mitted members the group and 
prize $5.00 offered the person 


presenting the best paper. sessions 
are planned. 


New the Credit Report” 
was the interesting subject presented 
Roy Foulke the Feb. Forum meeting 
the Chapter. 


Phoenix—A new Chapter has been or- 
ganized and courses will offered 
Credits and Collections and seminar open 


senior credit men problems credit 
management. 


Portland—Mrs. Pauline Bressem, Chap- 
ter Sec., reports that Chapter officials are 
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Albany: 


Feb. 14, Brent Wood, Fidel- 
ity and Guaranty Co., was the featured 
speaker the meeting the Eastern 
New York ACM. 


Hartford 


new membership folder, the Hart- 
ford ACM outlines advantages mem- 
bership the organization and lists 
series program highlights which include 
the following: Feb. 27, Credit Panel, 
the Hotel Burritt, New Britain; March 20, 
Joint Meeting, with New Haven ACM, 


speaker, Loranjo, Export Manager, 
Strouse-Adler, Boston, who will discuss 
“Export Trade Relates South 


America” the Hotel Taft, New Haven; 
March 26, Insurance Night, with dem- 
onstration fire hazards Frank- 
lin, Automobile Insurance Co., and talk 
Schuyler Dauwalter, Asst. 
National Board Fire Underwriters 
the University Club, Hartford; April 
Joint Meeting, with the Bridgeport ACM; 
April 23, Annual Meeting, with election 
and directors and entertainment 
the University Club, Hartford. The pro- 
gram will then climaxed the Conn. 
Credit Conf. June which will follow 
the participation local credit executives 
the first international and 45th annual 


NACM Credit Congress Toronto, May 
19-23, 


Muskegon: 


The Muskegon Chapter the NACM 
staged double feature meeting Jan. 
the Occidental Hotel which 
delegation from the Grand Rapids ACM 
was also present. The featured speakers 
were Herbert Prochnow, Vice Pres. and 
Reuthling, Credit the First 
National Bank Chicago. The former 
discussed “Tests Business Management,” 


while the latter analyzed “Foreign Trade 
and Credit.” 


Sioux Falls: 


Representatives the South Dakota Fire 
Underwriters Assn. were guests the 
Sioux Falls ACM its Jan. dinner meet- 
ing the Cataract Hotel. Lemen, 
Pres., Queen City Fire Insurance Co., 
served Chairman the meeting, which 
featured talks various phases the fire 
insurance business local insurance men, 
which was followed open forum dis- 
cussion. Mr. Lemen was introduced 
Hebner, Pres., Sioux Falls ACM. 


Chicago: 


members’ conference meeting was 
presented the Hotel Salle Jan. 
the Chicago ACM which all phases 
association facilities and activities were 
presented series talks made as- 
sociation members and covering each 
facet the association’s program. Approxi- 
mately 300 members were attendance 
were NACM Central Div. Mgr. 
Moran and Frederick Schrop, special 
representative the NACM. 
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Boston: 


Reuben Lurie, local attorney, discussed 
“Juvenile Delinquency and Adult Responsi- 
bility” before the Feb. dinner meeting 
the Boston CMA here Schrafft’s Res- 
taurant. 


Toledo: 


The Commodore Perry Hotel was the 
scene, Feb. 26, joint luncheon 
meeting the Toledo ACM and the local 
Rotary Club, which NACM Exec. 
events and their effect credit, under the 


title “First War, Then Boom—Then 
What?” 
Baltimore: 


David Weir, Asst. Exec. Mgr. the 
NACM was the featured speaker the 
dinner meeting the Baltimore ACM 
here Wednesday, Feb. 28. Mr. Weir’s 
talk was greatly appreciated large 
attendance, the subject his address being 
“Credit Chaos.” 


Kansas City: 


The Kansas City ACM joined with the 
American Legion and the local Chamber 
Commerce George Washington’s 
Birthday huge civic luncheon honor 
Ray Kelly, National Commander the 
Legion. Two Assn. members—J. Nourse 
and Teel—served the Committee 
Arrangements. 


New York: 


The speaking program the annua) 
banquet the New York CMA, held 
the Hotel Astor, March will shared 
Roy Moore, Canada Dry 
Ginger Ale, Inc., and Henry Hei- 
mann, NACM Exec. who will discuss 
general business conditions. 


Pittsburgh: 


the Feb. Credo Luncheon Club 
meeting the members the Credit Assn. 
Western Pa. heard Prof. Montfort Jones 
the University Pittsburgh, present 
talk entitled “The Price Money.” 


Paso: 


The entire membership the Tri-State 
ACM were given banquet and jamboree 
Feb. the Hotel Hilton Ballroom, 
the affair being sponsored the Paso 
Herd, ROZ. The program included dinner, 
The local Herd also planning handle 
the entertainment and arrangements for 
the Association’s annual meeting May. 
Local officers the Zebra Herd are: Ex- 
alted Superzeb, Murray; Most Noble 


A., Hoyt Smith; Three Horse 
Burro, Guyler Magruder; Keeper 
Zoo, Hilliard Bryan. 


San Francisco: 


The local Herd Zebras held 194 
annual spring roundup Feb. Thi 
was one the most enjoyable 
yet held and everyone present had mog 
being evidenced the Zebra Herd 
Francisco, under the leadership 
Kelley. Luncheon meetings are 
larly every two weeks which tine 
outstanding speaker presented and the 
meetings are attended from 
Zebras and their guests. 
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Syracuse—E. Quinn now member 
the Corp. with headquarters 
Utica. has been active the Syracuse 
ACM Associate Editor the Monthly St. 
Bulletin, while representing the Syracuse 
Post-Standard Asst. Credit Mgr. for the 
past two and one-half years. 

Russ Coonley the new Credit Mgr. 
the Lennox Furnace Co. Syracuse. Prior 
this post was with the First Trust 
Deposit Co. for the past years. 
served Pres. the Educational Class 
and Chairman the Educational Com- 
mittee. 

Cliff Heath, local assn. Vice Pres. and 
Membership Committee Chairman, now 
Credit Mgr. the Sealright Company 
McKesson Robbins Co. 
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Milwaukee—J. Merwin has been ap- 
pointed Treasurer the Chain Belt 
pany this city. Mr. Merwin has been 
Mgr. the firm’s Conveyor Division since 
1924. 


Chester, Pa—G. Willing Pepper, for- 
merly partner Smith, Barney Co, 
has been elected Treas. and Director 
the Scott Paper Co. 


Pearl, after years 
service the Seattle office the York 
Ice Machine Corp., has been promoted 
the position Treas. with offices 
city. 


vision Credit Mgr., Union Carbide and 
Carbon Corp., Y., was one 
candidates for the Tenafly Board 
cation. Mr. Wilson fellow the 
NIC and was the Chapter’s President 
1937-38. 


Pittsburgh—Fred Trask, Jr., ad- 
ded his responsibility Credit Mer. 
the Farmers Deposit Nat’l Bank this 
city, the position Asst. Cashier the 
institution. 


Seattle—F. Clark has succeeded 


Pearl Credit Mgr. here the Yor Ice 
Machine Corp. Mr. Clark was 
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preparing Constitution adapted the 
needs the Portland Chapter. forum 
program has been planned for the balance 
this year, and committees are work 
next year’s program. 


Rochester—Ruth Owen, Hunger- 
ford Smith Co., has been named Chairman 
the Women’s Group Scholarship Comm. 
Scholarships will given deserving 
women competitive basis for tuition 
the local Chapter. course Prob- 
lems Credit Management 
offered during the spring semester co- 
operation with the Rochester under 
Prof. Duncan with the help out- 
side speakers. Courses Principles 
Economics and Public Speaking are also 
being offered. the Feb. Forum meeting 
presenting the “Inquiring Reporters” Lee 
Hiatt Dun Bradstreet and Fred Waite 
the Retail Credit Bureau brought 
light the methods used credit investiga- 
tors. 


Sacramento—The new Chapter has been 
organized offering course during the 
spring semester Credits and Collections. 
More than have been enrolled. 


San Francisco—A draft the new Con- 
stitution and By-Laws the local Chapter 
has been sent every member. the 
Feb. meeting election officers was 


held. 


Tacoma—The new local Chapter has ar- 
ranged with the College Puget Sound 
offer course Credits and Collections 
under Professors Battin and 
Capen. 


Denver: 


the recent annual election officers 
the local CWC the following were 
chosen for the current year: Pres., Mar- 
garet Flaherty, General Motors 
tance; Vice Pres., Helen Faris, Good- 
rich Co.; Treas., Emma DuRoy, Peerless- 
Colorado Co.; Secy., Lelia Rawalt, Mer- 
chants Biscuit Co. After the election, the 
“Women Banking and 
Credit” Florence Banks Los Angeles, 
was presented two the members and 
proved very interesting. 


Philadelphia: 


The members the Phila. CWC are 
looking forward their annual card party 
which will held the Adelphia Hotel 
March 29. Feb. the club mem- 
bers took part discussion meeting 
which placed attention credit and col- 
lection methods. The subjects were intro- 
duced with talks three the members, 
which were followed open forum dis- 
cussion. 


New York: 


The regular monthly dinner meeting 
the CWG was held Feb. 


which time Mable Flanley, Home 
Economist, who has held 
tions dietitian and expert consumer 
relations with several large commercial 
food concerns, was the featured speaker. 
Those present voted very interesting 
talk subject which getting more at- 
tention now than ever before. The Club 
members reserved minute the meeting 
for silent prayer memory the recent 
death their fellow member, Mrs. Ada 
Mears, Credit Mgr., The Northam War- 
ren Co., who was killed automobile 
accident Jan. 17. 


Chicago: 


“Dust off your sense humor” was the 
subject entertaining speech Tom 
Collins, assistant publisher the Kansas 
City Journal and outstanding humorous 
speaker, the dinner meeting and annual 
Ladies’ Night the Chicago ACM Feb. 
28. Dancing was also feature the 
evening. The Credit Women’s Club, for 
the second year, was invited sponsor this 
meeting and take full responsibility for 
securing the speaker and making all other 
arrangements. 


Los Angeles: 


The Club Business and Professional 
Women West Los Angeles chose the 
speaker for their program Jan., the 
woman Los Angeles, whom they con- 
sidered the most representative woman 
employed the industrial field busi- 
ness: Florence Banks, Credit 
Los Angeles Soap Co. and White King 
Soap Co. Her discussion was the sub- 
ject “Women which she 
brought out data and information inter- 
est all business women. 


Binghamton: 


The monthly dinner meeting the 
Triple Cities ACM was held here the 
Binghamton Club Feb. and heard 
talk “The Chandler Act” Mortimer 
Davis the Adjustment Bureau the 
CMA. Mr. Davis discussed the 
operation this act and its effect credit 
and used actual cases which have come 
connection with the act’s applications. 


Seattle: 


The local CWC actively carrying out 
its fine series meeting programs. 
Feb. was Ladies’ Night the Seattle 
ACM meeting and next the schedule 
are joint meeting with the Tacoma CWC 
and then “Bosses Night.” Club’s Edu- 
cation Scholarship Fund now assured 
following its recent and also assured 
the Club’s representation the 1940 
Credit Congress Toronto, May 19-23. 


Los Angeles: 


The women’s division staged credit 
forum its Feb. dinner meeting which 
was open male members firms rep- 
resented women credit executives. Ten 
minute talks were made Prof. Ewart, 


C., Florence Banks, Crecit 
Well Supply Co., and 
way Department Store. After 
talks question and answer 
held. 


Grand Rapids: 


The Grand Rapids CWC had 


many members the local 


Women’s City Club, which was 


speaker for the occasion was 
Longyear, who discussed “Affairs 
ington.” musical program was 
Constance Duin. Arrangements for 
occasion were handled 


Blanche Crosby and members the 


gram Committee. 


Pittsburgh: 


change Bureau, Credit Assn. 
Pa., was the featured speaker the 
dinner meeting the Pittsburgh 
spoke “Analyzing Your 
Problems.” musical program followed 
his talk with vocal selections Edna Mag 
Schreiner, accompanied the piano 
Marguerite America. 

The local Club received excellent pub 
licity the Feb. issue the Pittsburgh 
Press when article about the Club’s 
tivities, featuring the business career 
well Club Pres. Edith Strommer, 
peared. The local Club has over 
tive members and maintains two credit 
scholarships Duquesne Founded 
Mrs. Lois Patterson and Mrs. Mildred 
McWilliams, the local group wil! 
celebrate its anniversary. 


Syracuse: 


The Syracuse CWG held its monthly 
Restaurant. Frank Wells, Resident Mgr. 
and Director, Dyer-Hudson Co., was the 
speaker. Mr. Wells gave very 
ing and informative talk the operation 
the New York Stock Exchange. 


Minneapolis: 


Having enjoyed colored motion picture 
“Coast Coast Plane” their Jam 
meeting, the local CWC turned serious 
Statements” George McConnell 
their Feb. meeting. Representatives from 
the St. Paul ACM were guests. Arrange 
ments have been made for scholarship 
member, Esther Parsons. 


Wichita: 


The Women’s Committee the 
ACM, with Peg Waggoner the helm, 
had charge the program for the Feb 
membership meeting the local 
the Innes Tea Room Feb. 20. All 
present agreed that the meeting this 
surpassed last year’s excellent 
which time the custom was inaugu ated. 
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Midwest credit men gather 


Joseph and Des Moines parleys 


Joseph—With credit executives at- 
tendance from Okla., Kan. and Mo., the 
Midwest Credit Conf. was held here 
Feb. the Robidoux Hotel with the St. 
Joseph ACM host. exceptionally 
interesting speaking program held the at- 
tention the delegates from the opening 
9:30 until the close the feature ad- 
dresses the conference banquet the 
Pres. Charles Wells, and NACM Exec. 
Henry Heimann. 

Earlier the day’s deliberations the 
credit executives had heard the morning 
session three feature talks, each which 
was followed discussion period. These 
talks were presented Bucher, 
Credit Mgr., Graybar Elec. Co., St. Louis, 
Mo., who discussed “Is Credit Manage- 
ment Profession”; Harry Wuerth, 
Commerce Trust Co., Kansas City, Mo., 
who spoke “The Bankers Viewpoint 
Wholesale Credits”; and Martin, 
General Mgr., Quaker Oats Co., St. Joseph, 
Mo., who analyzed Sales Manager’s 
View Possible Credit Manager’s Aid 
Developing Sales Volume.” 

Following the luncheon, which 
District Attorney, Maurice Milligan 
Kansas City, Mo., presented special ad- 
dress, the conference resumed with six 
featured talks followed 
periods. The subjects these talks and 
the speakers were follows: “Economic 
Trends” Stanley Spurrier, 
Wichita, Kan.; “Modern Methods Ap- 
praising New Account” Ernst, 
Credit Mgr., Cluett-Peabody Co., St. Louis, 
Mo.; “Modern Collection Methods” 
Ronnau, Cook Paint Varnish Co., St. 
Louis, Mo.; “Amicable Settlements” 
Garrison, Secy.-Mgr., Wichita ACM; 
“Insurance and its Relation Credits” 
Fleming, Director, Conservation Ac- 
tivities, Board Fire Underwriters, 
New York, Y.; “This Thing Called 
Business” Hendrick, Secy., Collins, 
Dietz Morris Co., Oklahoma City, Okla. 

The afternoon session also included 
“Professor Quiz Credits” period, which 
was lead NACM Central Division 
Moran. 

Delegates from the Oklahoma City, 
Wichita, Kans., Kansas City, St. 
Louis and St. Joseph, Mo. Associations 
were attendance. The Conference was 
developed under the supervision Mrs. 
Ida Reed, past Pres., St. Joseph ACM; 
Warner, Pres., St. Joseph ACM, and 
their enthusiastic committee members. 


Des Moines—The Conf. 
Credit Men, with representatives from 
assns. Iowa, So. Dakota and Nebraska, 
sponsored here Feb. 21-22, the 
Des Moines CMA the Fort Des Moines 
Hotel. The opening sessions began noon 
Wed. with luncheon followed se- 
talks during the afternoon. Among 
these were message NACM 
Chas. Wells, St. Joseph, Mo., dis- 
Cussion the effect taxation credit 


Ulman, Tootle-Campbell Dry 
Goods Co., Omaha, Neb., and talks 
“Individual Members’ Responsibilities” 
Anderson, Iowa Public Service Co., 
Waterloo, Ia., and Johnson, Wilson 
Packing Co., Cedar Rapids, Ia. 

Group meetings were scheduled for the 
latter part the day followed special 
programs for credit ladies and for the 
men delegates. 

The Conf. resumed Thurs. morning 
with Legislative Skit the Sioux City 
Assn., followed demonstration 
Credit Interchange the Des Moines 
Credit Interchange Bureau and report 
legislative Louis Motz, 
Armour Co., Sioux City. Frailey 
Northwestern discussed “The Credit 
Man and Office Management” this ses- 
sion, which was followed luncheon. 

the afternoon “Prof. Quiz” program 
was developed under the leadership 
NACM Central Division 
Moran. ‘Two talks closed the afternoon, 
the first being Lehman Plummer, Vice 
Pres., Central Bank, Des Moines, 
“Trend Installment Credit” and the 
second McDermond, Crete Mills, 
Crete, Neb., “The Credit Executive 
Service Salesman.” 

The Conf. closed with banquet and 
dance Thursday night. NACM Exec. 
Henry Heimann was the featured 
speaker the banquet. The chair- 
manship the Conf. was handled 
Sullivan, while the ladies’ program was 
charge ladies’ committee headed 
Mrs. Don Neiman. 


475 Club stages big 
Fraud Prevention dinner 


New York—New York’s credit executive 
members the 475 Club took large doses 
their own commercial crook medicine 
the “Fraud Prevention” dinner which fea- 


‘tured the annual frolic the Hotel Astor 


January. 

Grover Muller, Dommerich Co., 
club President, had sent out invitations 
the form prison identification card 
bearing his “mug” and fingerprints, and 
the tickets for the dinner had something 
about being collected the “arresting 
officer.” 

Members were wholly unprepared, how- 
ever, for what happened them re- 
sult the fertile imagination the enter- 
tainment committee, headed Paul 
Hunter, American Credit Indemnity Co. 
When they checked their hats and coats 
they were told also check their jacket, 
leaving everybody shirt sleeves. the 
entrance the dining hall sat Mortimer 
Davis, the New York dis- 


First International 
Credit Congress 


guised committing magistrate behind 
formidable-looking police sergeant’s desk, 
flanked two green lights. 

Six “cops” were duty and inspected 
each ticket. The “cops” were Jerry (Bank 
the Manhattan) Thirsk, Wally (Bank 
the Manhattan) Sievers, Teddy (Com- 
mercial Factors) Luce, Andy (Joseph Ber- 
linger) Skapley, (American Credit In- 
demnity) Hunter, and Earl (Brand Op- 
penheimer) Killeen, sergeant charge. 
When diner’s credentials were. not 
found order, the whistle blew and 
was taken into custody, hailed before the 
magistrate, and committed jail. 

First the unhappy “prisoner” was thrown 
into cell, given the “third degree,” 
the course which one eye was blackened, 
and strip plaster put his chin. 
Then was decked out prison suit, 
the details which were handled 
Henry (McCampbell Co.) Dahne, who 
sent Atlanta for the official prison 
stripes. Next came the detention pen, the 
walls which were lined with about 100 
“wanted” posters, size 14, all bearing 
the “mugs” and finger prints club mem- 
bers. siren blew, and the “prisoners” 
were lined lock-step, with the “cops” 
alongside, and hustled into the banquet 
hall, the entrance which was through 
big prison gates. 

Inside, the room was built like tier 
cells, and the rear was brilliantly 
lighted stage which the usual Police 
Headquarters was held. The 
background was solid black, 
“culprits” blinked the bright lights. Lou 
Dolgoff, master ceremonies for the even- 
ing, did the questioning, and punches 
were pulled. was hilarious. 

After dinner, Carlton Hubbs trotted 
out his floor show, and the party went 
and on. 


NACM co-sponsor 
Arbitration Year 


(Continued from page 36) 

committee representing various trade, 
professional and industrial groups has been 
appointed further the observance Ar- 
bitration Year. Members this admin- 
istrative group include: 


American Arbitration Association: James 


Carson, Sylvan Gotshal, Frances Kellor, 
Wesley Sturges. 

Inter-American Commercial Arbitration 
Commission: Herman Brock, John 
Glenn, Haight. 

National Assn. Credit Men: Henry 
Heimann. 

Chamber Commerce the S.: 
Bacher. 

American Management Assn.: Alvin 
Dodd. 

American Trade Executives Assn.: Earl 
Constantine. 

National Assn. Purchasing Agents: 
Thomas Jolly. 

General Federation Women’s Clubs: 
Mrs. Frederic Beggs. 

Pan American Women’s Assn.: Miss 
Francis Grant. 

Corporation representatives: Eugene 
Ackerman, Harold Strong, White- 
side. 
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sold. account should become in- 
active for period years and then 
suddenly buys again, this file gives 
the last Current Form kept that ac- 


Current Form each account ever 


count. 
The 11” Five Year Form 
each account filed the regular 
credit file along with credit reports. 
When customer’s Current Form 
gives border line picture calling 
for more detailed analysis, our Five 
Year Card comes our aid. This 
form based the theory that unless 
your credit system incorporates some 
method analyzing your credit reports 
over period years you are going 
end thumbing through years ob- 
solete material every time you attempt 
addition system that will condense 
ture account, most up-to-date 
executives desire system that 
will incorporate the modern method 
balance sheet analysis comparisons 
and Our Five Year Form 
meets these requisites. 


Five Year Recapitulation 


Removing the Five Year Form from 
the file, the front side gives gen- 
eral description, references, and re- 
capitulation five year trends rat- 
ings, payment habits, high credit, and 
financial position. the bottom 
written brief summary, touching 
highlights each financial statement 
analyzed. the reverse side the 
form, one can quickly observe com- 
parative balance sheet figures over 
five year period. ‘The effectiveness 
these forms evident our very small 
bad debt loss comparison with the 
industry. 
After order has run the rigid test 
our credit checking system and 
shipped, the next thing collect the 
keep receivables current prompt fol- 
low-up important. start our 
follow-up system days after ma- 
turity, with mid-month statement 

bearing very courteous reminder 
sticker. days our first letter goes 
out. never delay prompt follow- 
because the possibility offense. 
our opinion that have perfect 
right request settlement, ex- 
planation, customer has failed 
keep our terms mutually agreed 
upon. prompt and the point fol- 
low-up policy keeps our account receiv- 
ables very liquid. 


Put Your Inventory Work 
You Need Working Capital 


Save money your financing 
Use inventory 
protect inventory 


Before you see your banker about loan accommodations next time, 
take along memorandum what inventory you have—in raw 
Based field warehousing this inventory you can quickly get the 
money you want very favorable terms. 


“Over Years 


Wherever inventory there’s sound basis 
for borrowing. The Douglas-Guardian 
your territory will glad give you complete 
details. 


Send the Coupon 


for copy our free booklet, express in- 
terest getting further information what 


Field Warehousing and Douglas-Guardian 


Copy the valuable 
booklet gladly 


— 


a £ 

100 West Monroe St., Chicago, 
118 North Front St., New Orleans, La. 
Springfield, Mo. Los Angeles, Cal. San Francisco, Cal. Ga. 
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Credit and Financial Management 


SAFEGUARDING AMERICA’S HOMES 
AND BUSINESS PROPERTIES 


THE MIDDLE WEST had not yet emerged from 
its pioneer stage commercial development when 
Millers National made its humble start back 
1865. Chicago had hardly outgrown the propor- 
tions country town. 


Yes.... Seventy-five years have gone 
by—years experience—years progress. Scenes 
have changed. New skylines tower high 1940 
record era progress. 


Millers National has grown with America for three- 
fourths our country’s Jast century progress. 
During this period Millers National has built its 
resources and today one the strongest fire 
insurance companies our nation. Its service 
extends from coast coast. 


Never the past seventy-five years has Millers 
National policy ever been subject question. 
has faithfully adhered its honest purpose 
giving prompt and satisfactory service and settle- 
ments. This record has given Millers National 
nationwide reputation sound and honorable 
fire insurance company. 


Today Credit men know—that Millers National 
offers the utmost property insurance protection. 
Behind this company are fine old traditions grown 
out seventy-five progressive years experience. 


MILLERS NATIONAL 
INSURANCE COMPANY 


National Institution 


HOME OFFICE: INSURANCE EXCHANGE BLDG. CHICAGO 


Cards Show Credit 
Record for years 


for Comparisons 
from 22) follows the 


the report. smaller amount 
credit recommended, the amount 
posted following the report date 
credit limit, and the amount cleared 
recommended notation all fol. 
lows. Should the credit agencies 
ceive any time during the year jp. 
formation that would jeopardize the 
$1,000 line credit, the mater im. 
mediately called our attention along 
with new recommendation. 
additional orders are received that will 
increase the line credit already 
cleared, new inquiry filed clear 
the additional amount involved. 
other words, keep our Current Form 
constantly date, never extend 
greater line credit than has been 
cleared through our credit agencies, un- 
less exception has taken our 
Credit Department. 

When our Credit Department 
the opinion that customer entitled 
greater smaller credit line than 
that recommended the agencies, 
automatically revised Interchange 
ports indicate it, credit limit set 
the Current Form followed the 
initials the credit man authorizing 
the limit. 


Use Credit Interchange Code 


enable post Credit Inter- 
change reports abbreviation code 
was invented, i.e., Ex. (excellent), Sat. 
(satisfactory). Fair (fair), Un. 
satisfactory). The Interchange 
ports are posted the Current Form 
red ink, preceded the code abbre- 
viation that most accurately describes 
the report followed the average 
any number days that the report in- 
dicates the account pays past due. 

the reverse side the Current 
Form compute the high credit and 
paying record the previous year and 
post the first line. then post 
succession the high credit 
ing record each month the present 
year. 

the end the year the informa 
tion the Current Forms 
ized and posted Five Year Form. 
Then after new Current Forms are set 
for the new year, the old ones are 
transferred file containing the last 
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What Banker Seeks 
Learn from 
Yearly Statement 


from 12) reducing in- 
ventory and receivables, but will 
see later, with good accomplished 
the improvement the current ratio 
entirely misleading. The company 
lost $5,214.00, further proof the 
fact that increased sales were not the 
answer the company’s problem. 


Warnings Disregarded 


agreement was obtained that 
during the year 1938 the line credit 
the only alternative with manage- 
ment that two preceding years had 
successively defied sound principles 
operating. Various excuses were off- 
ered succeeding months and through 
temporizing with the situation, which 
did not seen altogether bad, ran 
through the year 1938 without liqui- 
however, see the year end statement, 
and thus the earliest date 1939 
found the situation reflected the 
December 31, 1938, statement—which 
was intolerable. The company had 
lost $35,000, virtually all which 
reflected decline working cap- 
ital. this point ratios, turnover and 
any other analytical procedure were 
unnecessary. company, mat- 
ter fact, was close insolvency the 
trend had gone from bad worse. 
developed that the ambitious sales pro- 
gram acquired accounts receivable that 
had become uncollectable. The rela- 
tively large inventory heretofore owned 
has left disproportionate amount 
unsalable material and the whole 
completely unbalanced. Additional in- 
debtedness has been acquired another 
quarter and the margin safety re- 
flected the working capital position 

closing this discussion with this 
case illustration reminded the 
parallel between the work the suc- 
cessful analyst and the physician. 
either, the patient may look all right 
outside but have the most insidious 
disease somewhere inside. The trick 
either trade put one’s finger 
the trouble. most intelligent 
bank analysis after all depends not only 
upon figures and the use them, but 
upon understanding and knowledge. 


Credit and Financial 


Modified Interpretation Wage and 
Hour Law Interstate Coverage 


Employees producing goods which 
not move interstate com- 
merce themselves, but which are 

used the production goods for 

interstate commerce, are subject the 
terms the Fair Labor Standards Act 
1938, was announced the 
Wage and Hour Division the 
United States Department Labor 
November modifying the 
Division’s interpretive bulletin (No. 
dealing with coverage, was 
stated: “The legislative history indi- 
cates that the act intended apply 
employees who make create tools, 
dies, patterns, designs, blueprints, all 
which are sold within the State 
local purchaser who uses the tools, 
dies, patterns, designs, blueprints 
the production goods which move 
interstate commerce.” The Division 
has issued series bulletins indi- 
cating the legal construction the law 
guide the Administrator, and 
the revised bulletin additional clari- 
fications are made, the most important 
which are summarized below. 

was held that even when the 
goods producer are sold for intra- 
state use his employees may subject 
the wage and hour law. For ex- 
ample, manufacturer containers 
may sell within particular State but 
the packer may sell goods the con- 
tainers interstate commerce. An- 
other example used that shoe 
boxes, the ultimate consumer which 
the person buying the shoes. How- 
ever, goods are shipped boxes and 
the wholesaler retailer the State 
destination removes the goods and 
destroys the boxes, the dealer the ul- 
timate consumer. 
which the ultimate consumer, the in- 
terpretation states that the employee 
the container manufacturer sub- 
ject the act. 

determining which employees are 
subject the provisions the law, 
distinction made the basis 
the percentage the goods made 
the goods the employee worked 
which move interstate commerce. 
Congress intended exclude all goods 
produced under substandard conditions 
from interstate commerce. The bulle- 
tin states that justification 
for determining the applicability the 


basis the percentage goods 
produces, his employer’s 
which move interstate commerce.” 
Although employee may only 
part his time work covered 
the law, subject the wage and 
hour standards established under 
terms for the entire workweek. 
ever, may subject the act one 
week and not the next, and 
the same employer may 
ered while others are not. The em. 
ployer responsible for segregation be. 
tween workweeks and between em. 
ployees. certain employee not 
accorded the benefits the law during 
particular week, the employer must 
show that did not handle materials 
used the production goods for 
interstate commerce, did not clean 
chinery used such production, nor 
assist producing goods for such com- 
merce. 


addition, cases arise which em- 
ployees producing goods for use en- 
tirely within State can said 
engaged “process occupation” 
necessary the production” other 
goods which move out that 
For example, the bulletin states that 
this true the employees 
tool and die concern which sells all its 
products within the State for use 
producer goods for interstate com- 
merce. much more doubtful case 
that the small mine, the product 
which sold local manufacturer 
who producing goods which move 
interstate commerce. 
taken this case. 


position 

The Wage and 
Hour Division believes “to 
clearly poised the 
tween coverage and that 
opinion cannot expressed 
meaning the words “process 
cupation necessary the production 
goods” until the courts have least 
indicated the broad outlines the 
meaning given this phrase. 


—Monthly Labor Review. 


States Department Labor. Wage 
and Hour Division. Press Release No. 512 and 
Interpretive Bulletin No. (Revised edition.) 
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Credit advances keep 
pace with sales 


Wholesalers’ accounts receivable 
January were 10.1 percent from 
year ago, based reports from 2,305 

who cooperate with the 
Bureau the Census provide the month- 
credit survey conducted jointly with the 
National Association Credit Men. Manu- 
facturers’ accounts receivable, according 
1,342 reports, increased 22.1 percent over 
the same period. ‘These changes the 
accounts receivable correspond 
the trend sales. Sales were reported 
10.3 percent ahead January 1939 
for wholesalers and 22.1 percent ahead for 
manufacturers. 

January 1940 marked the eleventh con- 
secutive month which wholesalers’ re- 
ceivables exceeded those the correspond- 
ing month the previous year. For manu- 
facturers, January was the thirteenth con- 


secutive month expanding credit. 
both cases, however, the increase total 
sales volume has been even 
nounced and longer duration. Whole- 
salers’ sales have increased each month 
for months over the corresponding per- 
iod the prior year, and sales manu- 
facturers show 15-months period un- 
broken advances. 

Not only did the increase receivables 
begin later, but also was not until very 
recently that the gains were sharp 
those sales. With minor exceptions, in- 
creases sales exceeded the gains ac- 
counts receivable until November and De- 
cember 1939. 


Durable goods record 
sharpest sales gains 


Thirty-four the lines wholesale 
trade covered this current survey show- 
increases sales during January over 
the previous year, while only two reported 
decreases. change was reported for 
sales chemicals (industrial). Trades 
with the largest gains are:—heavy hard- 


Dollar Sales 


Number 

1940 credit 1940 


Food and kindred products, total 
Flour, cereals, and other grain mill 

Clothing, except hats................. 
Clothing, women’s, except millinery.......... 
Other textile 

Forest products, total 
Furniture 
Lumber, timber, ana other miscellaneous 

forest products 


lied products, 
Paper, writing, books, 
Paper, boxes and other paper products....... 
Printing, publishing, and allied 
Chemicals and allied products, total.............. 
Pharmaceuticals and proprietary medicines. 
Other chemical 
Boots and shoes...... 
Leather: tanned, curried, and finished........ 
Other leather products................ 
Stone, clay, and 


8.4 5.3 $84,214 
3.9 
+13.6 9.4 
2.5 3.2 
+19.7 
6.8 
4.6 
8.7 2.3 
+21.5 +13.1 
+35.1 2.7 
+17.0 1.2 
4.8 —10.6 
+22.3 +17.7 
+19.4 6.1 
+21.7 —10.0 
+17.6 2.7 
+19.2 6.7 
+24.8 —1.4 
+20.4 8.9 
+11.4 5.9 
7.7 —11.0 
+16.9 9.6 
+13.7 +18.5 
5.9 +15.5 
+22.2 6.3 
+20.9 7.7 
+38.0 +17.2 
+12.2 +26.7 
+13.6 +45.2 
7.2 
+25.6 
2.6 —16.6 
4.6 
7.3 
+17.5 +22.0 
+31.4 —10.0 
+46.2 8.2 
+26.8 5.9 
6.2 —13.3 
+46.2 0.1 
+37.5 4.4 
+35.4 4.6 


Collection Percentages* 


usiness Thermometer: 


ware (31.5%); automotive supplies 
(30.4%); metals (29.2%); and jewelry 
(28.8%). Three other trades followed 
closely:—machinery, equipment 
plies, except electrical, industrial 


supplies (24.8%), and electrical goods 
(23.7%). These three, along with metals, 


had been the four lines showing the most 
marked increases recent months. 

Each the major manufacturer groups 
for which data are shown separately 
the following tables recorded 
tial sales increase during January 1940 
compared with January 1939. The greatest 
relative improvement was recorded the 
iron and steel, motor-vehicle parts, rubber 
products and machinery groups with in- 
creases 44.3%, 41.5%, 38% and 37.5%, 
respectively. The increases the other 
industry groups range from 26.8% for non- 
ferrous metals 2.6% for stone, clay and 
glass products. 

The data the following tables are 
based upon representative sample 
manufacturers and wholesalers all parts 
the country. Data are shown re- 


ported without adjustment for seasonal 
price fluctuations. 


All survey figures collected and compiled Bureau Census 
sales and collections accounts receivable, January 1940 


Total Accounts Receivable 


Percent change 


939 939 


6.9 8.1 $58,415 
5.5 —24.7 8,054 
+13.5 4,549 
5.2 2.6 2,915 
2.8 6,449 
+13.8 4,535 
4.8 4.1 2,130 
8.5 3.9 29,783 
+23.7 5.9 38,220 
—12.0 6,463 
—16.6 1,800 
0.3 —23.1 2,286 
+28.2 1.6 27,671 
—11.8 6,052 
+27.5 9.3 3,577 
+17.1 2,475 
+22.0 2.2 16,542 
+11.0 3,527 
+24.5 9,726 
+28.0 1.6 3,289 
2.9 1.9 3,687 
+14.4 3.8 22,727 
+15.0 7.3 2,839 
+18.6 2.5 12,273 
+26.0 9.4 2,492 
+18.9 8.3 34,801 
+23.4 8.3 26,492 
5.8 6.6 7,098 
+11.0 1,211 
+13.9 —10.0 6,315 
+36.0 +14.1 397 
65,680 
+21.0 —10.4 2,915 
+16.7 —19.5 3,398 
59,367 
13,515 
8,169 
5,346 
40,563 
23,953 
16,610 
7,401 
11,973 


*Collection are obtained dividing collections accounts receivable for identical group firms. 


**Includes Globes, Reflectors, Etc. 
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440 313 126 123 121 
204 116 135 128 134 
117 136 149 
118 102 130 128 118 
i 28 25 53 54 54 | 
Tron and steel and their products, 142 
Machinery, not including transportation 


Dollar Sales End Month Inventories (Cost) Stock-Sales 
Percent change Percent change 
reporting an. ec. y reporting an. ec. "s 1939 
sales 1939 1939 1939 1939 
New 
Rn ooo. cb sncnebbaseyssecoaes 181 +30.4 + 2.7 $3,046 79 + 7.8 + 2.3 $3,054 233 290 242 E 
Clothing and furnishings, except shoes........... +16.3 1,902 3.6 +16.4 1,159 283 262 159 
Shoes and other footwear....................0005: 38 + 0.3 +30.2 9,372 24 + 4.5 + 9.2 8,231 165 167 275 Es T 
Drugs and drug 116 9.2 0.2 19,323 2.9 3.9 16,143 195 205 190 
Without liquor 7.3 +13.7 9,808 4.1 4.7 8,392 181 184 194 
With liquor +11.1 —11.3 9,515 1.6 3.1 7,751 213 233 187 
606000000 110 + 7.2 +20.3 9,437 61 +18.8 + 9.4 18,266 285 253 308 
Furniture and house furnishings................. 6.2 —25.6 2,427 +21.6 3.6 4,005 304 263 218 
Groceries and foods, except farm 677 5.9 4.8 47,080 387 9.6 0.6 42,876 162 157 170 
361 7.5 3.7 19,701 192 +11.4 3.1 21,505 183 175 185 
Voluntary-group wholesalers................. 181 +3.1 119 +42 185 186 194 
Retailer-cooperative warehouses.............. 4.9 9.0 3,355 +19.1 2.6 1,741 143 129 166 
Wines and spirituous liquors..................... 9.7 2,504 +12.6 4.6 5,506 232 226 132 
424 +15.3 —12.6 269 +11.7 4.2 48,477 302 322 258 
133 9.7 —13.7 12,837 +13.1 5.8 31,885 360 358 298 
+31.5 0.7 1,478 +11.5 2.7 3,085 234 276 226 Eas 
Plumbing and heating supplies............... 119 +16.8 —18.3 3,329 +12.1 2.3 4,021 222 240 181 
Ecc ichcccaneuusseduebSicousoexses secs 36 +28.8 —70.8 903 17 + 0.8 — 0.7 1,808 465 610 161 
Lumber and building materials.................. 1,471 5.3 2,421 230 229 182 
Machinery, equipment and supplies, except 
Surgical equipment and supplies................. +15.4 3.6 570 9.5 0.3 624 174 187 179 
Tobacco and its 169 9.3 11,466 6.5 8.6 3,639 
This heading also includes distributors mill, mine and steam supplies. Insufficient data show seperately. 
These Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. Total Sales, including liquors, wines, etc. 
Not affiliated with voluntary cooperative groups. 
9 
WHOLESALERS’ accounts receivable and collections, January 1940 
Collection Percentages* Total Accounts Receivable 
Percent change 
Number January 1940 from 
Kind Business firms January January December Jan. 
reporting 1940 1939 1939 January December 1940 
1939 1939 
12 80 7 75 — 2.9 + 2.4 4,528 
Fresh fruits and 126 126 131 3.4 8.8 1,009 
Furniture and house +14.4 —13.9 5,407 
Groceries and foods, except farm 538 2.5 4.8 36,391 
Retailer-cooperative 153 163 164 5.9 6.7 1,081 
Meats and meat 152 149 153 4.8 0.4 4,376 
Plumbing and heating 117 +16.0 6,494 
Machinery, equipment and supplies, except +13.4 3.8 3,282 


Collection percentages are obtained dividing the collections accounts receivable for identical group firms. 
This heading also includes distributors mill, mine and steam supplies. 


sales and inventories, January 1940 


Dollar Sales End Month Inventories (Cost) 


Percent change Percent change 
Jan. Dec. Jan. Dec. 


Stock-Sales Ratio# 


Geographic Division 
Kind Business 


Jan. Jan. Dec. 


1939 1939 stocks 1939 1939 


sales and inventories, geographic divisions, January 1940 


New $10,348 102 8.5 6.6 $8,246 133 139 113 
Groceries and foods, except farm products, 2.0 —13.9 1,999 +17.2 0.4 1,097 165 149 171 
Plumbing and heating supplies............... +32.0 194 +22.6 358 317 348 279 
Middle Atlantic........ 613 +10.3 8.4 44,271 341 +16.8 6.4 39,905 166 159 134 
Clothing and furnishings, except shoes....... +21.6 +54.0 1,563 +18.8 +26.7 550 281 259 124 
Shoes and other +12.8 9.9 677 5.1 +18.0 1,640 333 395 347 
Drugs (without liquor department)........... 1.6 +11.7 2,502 +20.0 7.0 1,368 131 108 138 
+10.8 8.1 2,575 +12.3 +10.0 2,723 246 247 221 
Furniture and house furnishings............. +13.4 389 +15.3 1.3 806 279 285 175 
Groceries and foods, except farm products. ... 101 3.4 8.3 7.6 3,826 141 138 146 
Meats and meat 5.9 4.6 4,160 +27.0 +16.8 320 
+18.0 1,417 +10.9 9.9 2,852 399 429 253 
Plumbing and heating supplies... +24.2 —12.8 974 +12.8 4.2 1,434 175 194 145 
Machinery, eqpt. supplies, except electrical. +20.8 0.0 +10.6 +10.6 173 196 157 
Paper +14.4 0.7 2,270 +13.8 1.2 2,336 151 152 146 
508 +14.7 —13.1 30,904 299 33,388 184 191 153 
Automotive +48.2 +12.4 9.0 2.7 986 227 300 234 
Clothing and furnishings, except shoes....... 2.3 —26.7 132 —22.2 4.7 281 240 311 179 
+40.8 —28.7 4,255 5.0 8.9 3,652 126 153 
Groceries and foods, except farm 4.0 0.3 8,426 6.6 2.6 8,217 164 158 173 
+15.0 —22.0 2,413 +18.5 7,822 380 367 292 
Plumbing and heating supplies............... +18.9 —16.5 521 543 350 423 262 
Lumber and building materials.............. 7.3 230 2.0 +13.0 478 321 301 181 
Surgical equipment and supplies............. +21.1 3.4 304 5.2 1.0 301 121 142 129 
Tobacco and its +12.7 —19.6 2,970 +17.1 3.9 844 
307 +10.0 4.4 22,588 200 +16.0 6.1 33,868 198 186 200 
+56.7 +19.4 456 +48.5 5.0 291 346 279 
Drugs (without liquor 3.1 4.6 1,133 0.9 6.5 1,245 208 205 207 
+13.1 1,603 +25.5 +17.3 2,230 141 128 
Fresh fruits and vegetables................... 7.9 —15.0 272 0.7 +15.5 149 
Groceries and foods, except farm products. +13.8 8.1 4,312 +10.4 1.3 5,337 205 194 210 
+12.5 —28.8 343 4.3 2.2 588 325 346 234 
Plumbing and heating —28.0 339 5.7 8.1 350 292 302 254 
Machinery, eqpt. supplies, except electrical. 4.8 —10.1 277 3.4 3.8 151 191 174 169 
South Atlantic................ 321 9.4 7.0 16,134 174 9.7 6.9 17,230 175 175 153 
+14.9 +13.1 1,050 8.6 0.5 772 176 188 199 
Dry +10.4 1.3 848 +30.5 1,379 320 292 260 
8.8 2.8 3,959 +14.7 1.0 2,823 157 153 167 
18 +15.0 — 5.2 490 12 +15.6 + 1.4 868 209 211 197 
6.8 532 +20.2 4.4 941 228 222 165 
151 8.2 6.9 7,691 +14.0 7.0 11,207 222 216 191 
+11.2 6.4 1,000 1.2 3.6 1,690 192 211 197 
Electrical +12.2 423 4.4 +19.1 687 180 191 104 
Groceries and foods, except farm products. +12.9 0.1 2,148 +17.4 6.0 2,237 188 186 179 
West South Central 253 8.6 2.1 15,765 177 6.7 4.9 23,418 209 218 207 
rugs (with liquor 8.6 1,831 3.7 1.3 3,103 261 288 225 
Dry 8.7 +31.5 1,026 +12.6 +15.5 2,610 283 274 323 
Electrical +28.8 1,359 5.3 +11.6 1,523 123 151 
Groceries and foods, except farm 3.3 7.0 7,147 9.2 3.6 8,711 175 169 179 
116 7.9 —12.1 5,333 5.7 4.9 8,716 216 222 182 
3.8 0.4 2,107 7.4 6.8 3,620 204 197 196 
+10.7 0.4 25,344 179 7.8 2.6 28,325 182 190 176 
Automotive +15.6 4.0 762 6.6 3.2 258 279 247 
Electrical +19.5 —15.3 2,600 +10.9 8.1 3,335 135 145 108 
2.2 3.8 486 +17.1 5.0 1,138 312 251 288 
7.9 +12.2 7,989 +10.3 2.9 7,008 123 122 141 
+16.9 —10.8 588 2.7 2.7 114 175 171 173 
This heading also includes distributors mill, mine and steam supplies. 
Insufficient data show separately. 
These Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. 
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WHOLESALERS’ accounts receivable and collections, geographic divisions, January 1940 


Collection Percentages* Total Accounts Receivable 
Number January 1940 from 
Kind Business and Region firms January January 
reporting 1940 1939 1939 January December 
1939 1939 
Groceries and foods, except farm —11.7 2.2 2,320 
Clothing and furnishings, except shoes. 4.1 2,995 
36 53 50 5s +13.1 — 7.4 4,229 
Furniture and house +17.0 —20.2 984 
Groceries and foods, except farm products 1.6 5.3 6,478 
Plumbing and heating +23.3 —13.2 2,004 
Clothing and furnishings, except —15.5 —29.0 272 
Plumbing and heating +20.9 —16.7 931 
Machinery, equipment and supplies, except electrical........ +48.1 3.4 
Tobacco and its 114 108 118 6.6 8.4 1,818 
163 169 175 +14.2 6.5 129 
Groceries and foods, except farm 130 118 123 6.1 2,860 
Machinery, equipment and supplies, except 8.1 8.3 467 
Tobacco and its products.............. 177 184 221 8.2 6.0 159 
and 115 116 123 0.8 4.7 122 
Groceries and foods, except farm products 2.2 5.0 2,410 
Groceries and foods, except farm +14.0 3.9 2,046 
Groceries and foods, except farm products................... 114 5.6 5,359 
Groceries and foods, except farm products................... 1.8 —10.0 1,660 
Groceries and foods, except farm 103 106 6,446 
Machinery, equipment and supplies, except +16.9 6.3 270 


Collection percentages are obtained dividing the collections accounts receivable for identical group firms 
This heading also includes distributors mill, mine and steam supplies. 
STATES COMPRISING DIVISIONS: New England—(Conn., Me., Mass., H., Vt.); Middle East North 


Ohio, Wisc.): West North Kans., Minn., Mo., Nebr., Dak., Dak.); South Atlantic—(Del., C., Fla., Ga., Md., Car., Car., Va., 


East South Central—(Ala., Ky., Miss., Tenn.); West South Central—(Ark., La., Okla., Texas); Mountain—(Ariz., Colo., Idaho, Mont., Nev., Utah, 
Ore., Wash.). 
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